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— are the three qualities which explain the surpassing efficiency of the 
Remington Bookkeeping Machine. 
The superior speed of this machine is well known. Since the introduction of 
the New Remington Front Feed Mechanism, it has become unrivaled in the 
viftness with which it functions. . 
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But every practical user of a bookkeeping machine knows that speed 
is useless without accuracy, and even accuracy is not final without 
certainty. You need, above all things, an infallible proof 
that you are right. 


The Remington Bookkeeping Machine furnishes this proof 
—as a by-product of the work. When the posting is 
completed, everything is completed, including the proofs. 

If these proofs agree with the pre-determined totals, 
you have final proof of accuracy. There is no checking 
back—the Remington Bookkeeping Machine com- 
pletes the work in one run. 


It is the combination of these three advantages 
—speed, accuracy and certainty—that 
explains the exceptional time and cost — 
saving service of the Remington Book- = 
keeping Machine. O. XN 
We shall be glad at any time, on your 
request, to demonstrate to you how 
these proofs are obtained. And to make 
this evidence decisive, we will be glad 
to make this demonstration on your 
own work. 


REMINGTON TYPEWRITER 
COMPANY 


Bookkeeping Machine Department 
374 Broadway, New York 
Branches Everywhere \ 
DIVISION OF REMINGTON RAND INC. 


Rem ingre 


BOOKKEEPING MACHINE —~ 








ISSUED MONTHLY SUBSCRIPTION: $5.00 PER YEAR 
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We Change Our Name and 
Other Things 


The delegates to the convention of the Retail Credit Men’s National Association, held in Providence, 
Rhode Island, August 9-12, evidently believed in the poet who wrote, “‘A rose by any other name would 
smell just as sweet.” 








Representing in person and by proxy 11,130 members, they voted unanimously to change the name 
of the organization to NATIONAL RETAIL CREDIT ASSOCIATION, thereby eliminating the word 
“men’s” so as to permit the many efficient and capable women credit managers to join us without 
embarrassment, and also remove the title “credit man” from our official name so thousands of smaller 
retail merchants who handle their own credits but cannot be classed as professional credit men, may be 
eligible for membership. 

Our primary service is to the merchant and our new name gives us unlimited possibilities in all things 
pertaining to retail credits. 

The Providence convention was unique in enacting constructive legislation building for a greater 
organization, with increased possibilities for service. 

The Credit Service Exchange Division, made up of nine hundred reporting agencies and maintained 
as a separate unit, is now a department of the organization. This means unity of purpose, centralized 
responsibility and increased service. 

To meet a popular demand, our conventions will hereafter be held in June in place of August. 

Our old by-laws permitted only credit men to hold office. This is changed to permit any member, 
whether credit man, merchant or bureau manager, to hold any office. Surely this is a democratic stand. 

Many other changes in our by-laws were passed, all aiming to develop our association to its highest 
efficiency, increase its membership and promote new services for the betterment of retail credits. 

We begin our administrative year under most favorable circumstances. A united organization, 
greater recognition than ever before by the business interests of the country and a definite and elaborate 
program of activities along educational, research and legislative lines that mean much to each individual 
member and the entire retail interests of the land. 

“a a oe 


It seems like only a few days since we announced the election of Mr. E. B. Heller, of St. Louis, to the 
office of president of the R. C. M. N. A. Yet, twelve months have passed. A year crowded with ac- 
tivities such as only a man of Mr. Heller’s qualifications could bring to the office. Those familiar with 
association affairs for the past ten years, and knowing Mr. Heller’s ability, aggressiveness, vision, and 
unselfish work, expected his administration to be a successful one, and were not disappointed. 

With the turning over of the president’s gavel to his successor, Mr. Heller’s executive duties end. 
But we who know his love for the cause of better credits and a greater organization, know he will 
continue his activities as a student of credit, a membership “go-getter,” and a royal good fellow. 

The R. C. M.N. A. has profited by having Mr. Heller as a leader. 


- 
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President Meyer’s Message 


of years for an incoming president 

of the National Association to 
initiate his year’s activity with a 
message to the membership at large, 
presenting, after a fashion, the hopes 
and ambitions for the year. It is sad 
that these aspirations are not always 
realized. It is too bad that the goals 
are not always attained, but it will be 
a source of satisfaction to me to feel, 
at the end of my term in office, that 
regardless of the degree of failure or 
accomplishment, earnest and sincere 
efforts shall have been expended on 
behalf of the cause of retail credits and 
the National Association. 


|: has been the custom for a number 


I gratefully acknowledge the honor 
which. has been conferred upon me. 
I shall always attempt to justify the 
confidence which has been reposed in 
me by the membership, as evidenced 
by their elevating me to the highest 
position within their gift. It would 
grieve me deeply if my year as your 
chief executive were unsuccessful, and 
it is with awe and trepidation that I 
assume the burden of my duties. I am 
fully aware that the best that I may 
do will be to influence those within our 
association, who are really capable, to 
lend their brains to the cause of the 
National, and I am very happy that 
thus far my efforts have been supreme- 
ly successful. There are a number of 
committees yet to be appointed; how- 
ever, I am pleased to report the follow- 
ing, though incomplete. 


The newly elected first vice presi- 
dent, Mr. J. R. Hewitt, credit manager, 
The Hub, Baltimore, Md., needs no 
introduction by me to the membership 
of this association. Mr. Hewitt is a 
man of even temperament, a clear 
thinker, of keen intellect, and a 
diligent though not demonstrative 
worker. In a most unselfish manner 
Mr. Hewitt placed his services at the 
disposal of the president, expressing a 
willingness to undertake any task, 
regardless of its insignificance or its 
magnitude, and has pledged hearty 
support of this year’s administration. 
I am happy to advise that Mr. Hewitt 
has been appointed chairman of the 
Committee on Credit Co-operation, as 
well as member of a special committee 
to handle the association’s affairs with 


the Department of Commerce of the 
United States. 

This is an assignment of magnificent 
proportions and the primary motive of 
the latter committee shall be to in- 
fluence the government into instituting 


‘a survey on retail credits, an ap- 


propriation of $50,000 being requested 
for this work. The hope is indulged 
that as a result of this committee’s 
efforts most enlightening revelations 
will be made on this vast subject of 
credit which has become so ephemeral 
and elusive in recent years. 

The newly elected second vice 
president, Mr. Milton J. Solon, credit 
manager, The Dayton Co., Min- 
neapolis, Minn., has been appointed 
chairman of the Educational Com- 
mittee, with the privilege of selecting 
his own committeemen. Mr. Solon’s 
ability is not a matter of conjecture. 
He is the credit manager of one of 
the biggest stores in the Middle West 
and a man of the highest order of 
intelligence, fine personality and good 
judgment. Mr. Solon has been active 
in National Association affairs for 
many years and the association may 
congratulate itself that thisgentleman 
has accepted appointment as chairman 
of the Educational Committee. This 
committee will have three objectives— 
first, to sell the credit man, himself, on 
his own job; second, to educate the 
store owner as to the relative im- 
portance of his credit manager and 
credit department; third, to educate 
the public on the idea of paying its 
debts. This program is most com- 
prehensive indeed and under Mr. 
Solon’s supervision the committee 
should produce excellent results. Pay 
Your Britis Prompt y advertising, of 
course, will be a part of this com- 
mittee’s assignment and this particular 
feature will behandledona broader scale 
than has ever been attempted before. 


The administration feels fortunate 
indeed in the acceptance by Mr. Elmer 
B. Shick, credit manager, Crowley- 
Milner Co., Detroit, Mich., of the 
chairmanship of the Credit Depart- 
ment Methods and Statistics Com- 
mittee. Within his own firm Mr. Shick 
has developed one of the finest credit 
department statistical systems that has 
ever been presented to the National 


Association, and it is Mr. 


Shick’s 


ambition to develop statistical research® 


and to devise a scheme of statistical 
interchange. If this is accomplished it 
will be a realization of the ambition of 
the best thinking credit men in this 
country, who are convinced that it is 
only through statistics that higher 
credit department development may 
be attained. ; 


Mr. Leo. Karpeles, credit manager, 
Burger-Phillips Co., Birmingham, Ala., 
who has been a director of the National 
Association for several years and whe 
is a member of the present administra- 
tion’s Executive Committee, has ac- 
cepted the chairmanship of the Mem- 
bership Committee. Mr. Karpeles is a 
most diligent worker and displayed his 
ability this year in Providence as 
chairman of the Department Store 
Group Conference. This gentlemat 
is wholeheartedly interested in the 
work which he has assumed and aspires 
to increasing the membership of the 
association by at least 3,000. It is very 
likely that the Membership Committee 
this year will adopt different pro 
cedures, and, instead of all year ’round 
activity in this department, it is mor 
than likely that one grand National 
membership drive will be made in the 
spring, this drive perhaps to cover a 
thirty-day period. One of the biggest 
handicaps in the past has been the 
matter of cancellations, to which com- 
paratively small consideration has 
been given, and accordingly it is being 
planned to follow up in an active 
manner through state committeemen 
and through service department mem- 
bers every cancellation received by the 
National office. The committee be- 
lieves that this is a logical way 
handling this matter and anticipate 
being well rewarded for its efforts by 
curtailment of cancellations. 


Mr. A. D. McMullen, manager. 
Oklahoma City Retailers’ Associatio 
Oklahoma City, Okla., is the ne 
chairman of THe Crepir Wortp Co 
mittee. There has been a considerable 
doubt as to whether or not the Crep! 
Wor p is a publication representative 
of the National Association. It has no 
been sufficiently formidable for thé 
purpose it was intended to fulfill. Thi 

(Continued on page 18) 
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Helping the Retail Trade Through 
Credit Organizations 


By Guy Hutse, Secretary and Educational Director of the National Retail Credit Association. 
Address delivered before the Fifteenth Annual Convention at Providence, August, 1927. 


R. PRESIDENT, ladies and 
M. gentlemen: The subject that 

we are to discuss rather in- 
formally perhaps, this morning is, 
“Helping the Retail Trade Through 
Credit Organization.” I think that I 
have never had the importance of the 
subject of traditions of retail merchan- 
dising so forcibly brought to my atten- 
tion as when I had the pleasure a few 
weeks ago of attending the State Con- 
vention of the Oklahoma Retail Mer- 
chants Association at Lawton, Okla- 
homa. 

During the last day of the conven- 
tion, we, the visitors, who were guests 
of the retail merchants of the city of 
Lawton, were taken on an automobile 
tour through the surrounding country, 
and it happened to be my privilege to 
§ have as a guide and instructor in the 
car in which I took the trip through 
the foothills of those beautiful Wichita 
mountains, an old Confederate Colonel, 
a very splendid type of gentleman, 
with flowing white hair and Van Dyke 
beard,standingsomesix feet, four inches 
tall. He pointed out things of interest 
as we wended our way through Fort 
Sill and through the beautiful National 
Park on the outskirts of the city. 

On our homeward journey, just as 
our car reached the crest of the hill, 
there before us nestling in the valley, 
was Lawton, with its streets like 
beautiful white ribbons against the 
green, with its church spires rising in 
all parts of the city, with its splendid 
mschool buildings, its Y. M. C. A., 

its splendid business district represent- 

ing the four-fold character of its 
activities—spiritual, physical, mental 
sand social. 
Here it was that our guide stopped 
our car and there, standing just upon 
mthe crest of the hill, he pointed out to 
game setting just at the edge of the city, 
an old dilapidated building, and he said: 

“Do you see that log cabin?” And I 
Pnswered, ““Yes.”” And, again he said: 
‘That is the first building which was 
Onstructed in the city of Lawton, 
Dklahoma. From that building eman- 


ated all the influences of civilization 
that we know here in this part of 
Oklahoma—this splendid southwest. 
That building was a trading post; the 
original retail store; the unit of Amer- 
can society.” 

That is the tradition of retail 
merchandising, not only in Lawton 
but throughout the United States of 
America. Not one single city through- 


\ —— ee EE 
out the length and breadth of this 
country but what has built around the 
influences emanating from that single 
institution, the trading post, the 
original retail store. There the stage 
coach stopped on its way north, 
south, east and west. There the mail 
was distributed. There the missionary 
held forth, exhorting the sinners and 
unregenerate to turn to the mourner’s 
bench to seek their soul salvation be- 
fore it was everlastingly too late. 
Kansas City, Chicago, St. Louis, 
Pittsburgh at the conjunction of the 
Monongahela and Allegheny, each of 
these great industrial cities was built 
around the trading post. The trapper, 
the explorer, could not travel more 
rapidly, could not wrest the forest 
from its primeval condition, than could 
the retail merchant follow in his wake. 
This, ladies and gentlemen, is the 
tradition of the business that you 
represent here today, and upon your 
shoulders, as the credit grantors and 


bureau managers of the United States 
of America, rests the entire responsi- 
bility of the future prosperity of this 
country and the happiness of its 
citizens. If this be the tradition of 
American merchandising—and I be- 
lieve that it is—coming up through the 
years, each showing a gradual im- 
provement in the efficiency of manage- 
ment, in the breadth of imagination, 
in the concentration of lines, in the 
broadening of their knowledge of their 
responsibilities not only to individual 
customers but to the communities 
which they serve, until the accumula- 
tion of effort, of forethought and 
imagination is crystallized and mirrored 
in such splendid stores as Garver 
Brothers, who in the little inland town 
of Strassburg, Ohio, have built a busi- 
ness running well over the million 
dollar mark, and in Marshall Field, 
whose influence has radiated out into 
this country, and who has been a 
vital factor in establishing proper retail 
merchandising ethics throughout the 
length and breadth of the land. 

The importance of credit in modern 
merchandising may best be realized 
and understood through the fact that 
the average credit sales slip is three 
times as large as the average cash sales 
slip, and that but three outstanding 
department stores in the whole United 
States are doing a strictly cash busi- 
ness today. 

Then, if this be true, I say to you 
that it is necessary that the merchants 
of this country do some clear and 
concise thinking right at this psycho- 
logical moment regarding this im- 
portant matter. And I am glad to say 
that they are just at this time giving 
more thought to the promotion and 
protection of business through proper 
credit organization than ever before. 

The average merchandising volume 
in this country is two hundred million 
dollars per day. This vast sum of 
money furnishes the funds that turns 
every manufacturing wheel in the 
United States. It pays the wages of 


(Continued on page 19) 
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National Office Items 


FIFTEENTH ANNUAL CONVEN- 

TION GONE BUT NOT 

FORGOTTEN 

The 15th annual convention of the 
National Retail Credit Association has 
passed, but due to the untiring efforts 
of Nelson Street, Joel Pincus, Charles 
Sheldon and every member of the 
Convention Committee, the wonderful 
educational entertaining program that 
was arranged for us in Providence will 
never be forgotten. Many and wonder- 
ful were the compliments heard about 
the convention as we passed from one 
group to another during the days and 
nights that we spent in the very 
hospitable city of Providence. 

Mr. Street and the Providence Re- 
tail Credit Men proved beyond a 
question of a doubt that they were 
sincere and meant every statement 
they made in securing the convention 
for the past fourteen to sixteen years. 

Through this organ the National 
Retail Credit Association and_ its 
officers and directors want Providence 
to know that our trust was not mis- 
placed when we placed it in their fair 
citv. 


WASHINGTON ENTERTAINS 
DELEGATES 

Washington, D, C., was the genial 
host to eighty-five delegates enroute to 
and the entertainment 
from the sight-seeing trip to the ban- 
quet was highly appreciated by all. 
One of the most pleasing parts of the 
entertainment was the lack of speech 
making at the banquet. Our genial 
friend ““Automatically Steve” handled 
that in his usual masterful way. 


Providence 


NEW YORK ALSO ENTERTAINS 
DELEGATES 


The New York Association, under 
the leadership of our old friend, John 
Connolly, staged a very pleasant and 
interesting party for approximately 
a hundred delegates enroute to Prov- 
idence. The Roxy’s theatre, which is 
large enough to hold the population 
of a good sized town, was greatly 
enjoyed by the conventionists. This 
was followed by a banquet and dinner 
dance, which can best be expressed by 
repeating the words of one of the 
guests, who said “‘if it was any better 
he couldn’t have stood it.”’ 


THE ELECTION 

The slate, as presented by the Nom- 
ination Committee, proved that the 
judgment of that committee in select- 
ing the candidates for officers and 
directors was unerring. The conven- 
tion unanimously elected the entire 
list of nominations as presented. As 
usual there was a little touch of 
chivalry in regard to the candidates 
for nomination. Mr. Justin H. Edger- 
ton, of New York, who was a strong 
candidate for the office of second vice- 
president, withdrew his name and gave 
up the honor that would have been 
his if he would have been elected in 
the race against Milton J. Solon. He 
requested the convention to throw that 
support to Mr. Solon for the office of 
second vice-president. 

Mr. Mark Lansburgh, of Washing- 
ton, D. C., withdrew his name from 
the Nomination Committee in the race 
for director, due to the fact that Mr. 
Stephen H. Talkes would unquestion- 
ably be re-elected as chairman of the 
Service Department Committee, and 
Mr. Lansburgh felt that it would be 
unfair to have two directors in Wash- 
ington, D. C., as other parts of the 
country deserved this directorship. 

The officers and directors, complete 
list of which appears on page 31, were 
unanimously elected by the 11,130 
votes represented either in person or 
by proxy at this convention. 

FIRST VICE-PRESIDENT 

Our genial friend, Mr. J. R. Hewitt, 
was by vote and popularity elevated 
to the office of first vice-president. 
The convention, in unanimously elect- 
ing Mr. Hewitt to the office of first 
vice-president, showed their apprecia- 
tion of the wonderful past record of 
his accomplishments in behalf of the 
National Association. 

Mr. Hewitt’s record for producing 
results while a worker in the ranks 
and then director and then an officer, 
has proven the old adage that you 
can’t keep a good man down. 

Mr. Hewitt’s popularity, together 
with his record as a credit man and his 
accomplishments in handling success- 
fully the difficult tasks given him to 
perform by the National Association, 
makes him a valuable asset to the staff 
of the association. 


OUR NEW PRESIDENT 


The convention, in electing Mr, 


Leop. L. Meyer as president of thel 


National Retail Credit Association, 
made no mistake, as Mr. Meyer was 
not only the popular choice of the 
delegates for this office, but his en- 
thusiasm and past record of accom- 
plishments insure the National an 
intelligent, energetic and _ business. 
like administration. 

Mr. Meyer has served the National 
in many capacities during the past 
and his accomplishments in handling 
the “Pay Promptly Campaign” for the 
past two years bespeak his ability and 
energy in handling the huge discussions. 

Mr. Meyer, immediately upon as. 
suming the gavel of authority, bent 
his efforts toward building the greatest, 
most successful year for the National 
Association in its history. In Mr. 
Meyer’s report in this issue, you will 
gather a bird’s-eye view of the height 
of the goal he has set for himself t 
attain during his administration, and 
judging from Mr. Meyer’s past pert- 
formances and the enthusiasm in which 
he has assumed his new office, he will 
not fall far short of his goal. 
KANSAS CITY CAPTURES 192i 

CONVENTION 

Our friend Riley, of Kansas City, 
brought a delegation from that cit 
Headed by the President, Mr. A. P 
Lovett, and seventeen other delegates, 
to Providence to secure the 1928 con! 
vention for Kansas City, the heart oj 
America. 

The promiscuous way in which thé 
delegation handled things proved be 
yond a question of a doubt that the 
were going to secure the 1928 conven 
tion at any cost, and the undefeatabl 
determination with which they set ou 
to attain that goal proved successful 

The next convention, which will b 
held in Kansas City the third wee 
of June, 1928, is going to be, according 
to the Kansas City delegation, t 
largest and best, not only from thi 
point of education, but also from t 
entertainment standpoint, the Nationa 
has ever had. They are already start 
ing to work on the program, and thos 
who miss this convention will certainl 
regret it. Let’s start to plan now f 
Kansas City in June, 1928. 
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SECOND VICE-PRESIDENT 
The Nomination 
presenting Mr. M. J. Solon as their 
for the office of second 
president, met with the hearty and 
approval of the 
Mr. Solon’s genial per 


Committee, in 


choice vice- 


unanimous entire 
convention. 
sonality and ability for hard work, 
together with his extraordinary judg- 
ment for a man of his vears, has placed 
Mr. Solon as an outstanding figure in 
credit circles not only in his city, but 
in the entire northern and eastern sec- 
tions of the United States, where his 
activities have been brought forcibly 
to the attention of the credit grantors 
of our nation. 

Mr. Solon, in accepting the nom 
ination, proved his worthiness of the 
office and his love for the National 
in this short statement, “I will give 
the National the best that is in me.”’ 


SNOOZER 

The Snoozer, edited, published and 
financed by the Oklahoma City Retail- 
ers Association, again made its snoring 
appearance and was even more ap- 
preciated than at previous conventions. 
Long and loud were the cries when the 
Snoozer failed to appear as soon as the 
delegates thought it should. 

Mr. McMullen and Mr. Sesline, as 
editors and publishers of this magazine, 
can well be proud of their contribution 
The 
become an 
interesting comedy sheet, but it has 


to the success of the convention. 
Snoozer has not only 
reached the point where it wields 
considerable power and influence in 
regard to political matters, and it was 
the unanimous opinion of the dele- 
gates that the Snoozer played no 
favorite, but gave every question and 
delegate a fair, open, honest discussion. 

We sincerely hope that the Snoozer 
will appear at the 16th convention in 
Kansas City next year. 

\ TEXAS CREDIT MEN’S 
ASSOCIATION 

The Associated Retail Credit Men 
of Texas, Inc., held its seventh annual 
convention in Port Arthur, Texas, 
May 23, 24, 25, 1927. 

Texas is usually a great way from 
the place where the National Associa- 
tion is held and therefore but few Texas 
men can attend a countrywide gather- 
ing, but many of them can get to a 
gathering within the state. 

This year the entertainment was 
most excellent. The Port 


Arthur 
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of Commerce and Retail 
Merchants’ Association, also the Gulf 
Refining Company and The Texas 
Company, who ship from their own 
docks in Port Arthur to all parts of the 
world, did their best to make us feel 
at home, and we did. 


Chamber 


Some joint sessions were held with 
the Retail Merchants’ Association of 
Texas, meeting at the same time and 
place. 

The credit men’s sessions had in 
them plenty of pep and solid food for 
a credit man’s mind. Besides reports 
of officers, standing and special com- 
mittees, there were well-prepared pa- 
pers and an open forum on the follow- 
ing themes and others: “A Com- 
Credit Policy,” by L. M. 
Jahn, Houston, Texas; “Some Features 
of the Credit Problems,” W. H. 
Bailey, Wichita Falls, Texas; an able 
paper, “Installment Selling Problems,” 
by Leop. L. Meyer, Houston, Texas, 
now president of the National Associa- 
tion; “The Credit Department as a 
Business Builder,” by Owen M. Jones, 
Kort Worth, Texas; “Credit 
the New Profession,” by 
Abe I. Brilling, Dallas, Texas. 

On the morning of the 25th, after 
some instructive and profitable ad- 


munity 


by 


and 
Granting 


dresses and discussions, Mr. Robert 
Stern, Dallas, Texas, was re-elected 
president, while Mr. B. B. Schram, 
Houston, Texas, Ist vice president, 
and Mr. G. W. Sosebee, Wichita Falls, 
Texas, 2nd vice president, were elected 
to succeed themselves. 

The new directors for a second-year 
term Carl T. Widen, Austin, 
Texas; Owen M. Jones, Fort Worth, 
Texas; Paul J. Katzmark, San Antonio, 
Texas, and J. R. Clark, Fort Worth, 
While the holdovers are: C. C. 
Witchell, San Antonio, Texas; Geo. E. 
Carter, Port Arthur, 
Cohen, Dallas, Texas, 
Jahn, Houston, Texas. 

The charter membership in March, 
1921, was 24, and one year ago 435; 
this year we gained 263, reaching a 
total of 698 paid up. This year’s goal 
is atleast 1OOO0 members by May, 1928. 

Credit men from all states of the 
Union 


are: 


Texas. 


Gus 


M. 


Texas, 
and L. 


at our annual 
meetings. We hope to give you more 
news later. Just watch us grow, for 
our paper in its fifth year has been in- 
creased to a 16-page magazine. 

Rosr. L. Meyers, 
Secy.-Treas. 


are welcome 





THE TWO DOLLAR PLAN 


After much discussion with the 
delegates, the majority seemed in favor 
of putting into effect the $2.00 plan at 
this convention, but in order that 
they might arrive at the most fair 
and equitable means of making each 
bureau 100% National, and inasmuch 
as there were many of thesmall bureaus 
who did not thoroughly understand the 
reason for the plan nor the advantages 
to them of the plan and, further, as 
the membership had not had ample 
time in which to study and exchange 
views with each other in regard to this 
new change, it was decided to refer the 
matter to a strong committee for fur 
ther discussion during the coming year. 

Contrary to the rule that the 
National was trying to place a burden 
on the smaller bureaus with this plan, 
the National was in reality endeavoring 
by means of this plan to make it 
possible to educate the members of the 
small bureaus to the value and necessi 
ty of complete co-operation with their 
bureaus, and the advantages and in 
creased service that could be obtained 
from their bureaus if they properly 
support them financially. 

One of the main reasons for not 
submitting this plan at this convention 
was to prove to the bureaus who were 
questioning the motive of this change 
that the National was not trying to 
place a burden on them, but was in 
reality trying to perfect a service 
which would assist them to receive the 
proper co-operation from their mem 
bers. You will note that the com. 
mittee appointed to investigate this 
plan are all leading bureau managers 
and credit men. This committee is: 
Mr. J. R. Hewitt, Baltimore, chairman; 
Frank E. Parker, Detroit, vice-chair 
man; Justin H. Edgerton, New York; 
R. A. Martin, San Francisco; W. T. 
Snider, St. Louis; Al Morrow, Hart 
ford; F. J. Grouch, Utica; Allen Hupn, 
Omaha; J. FE. Ziegelmeyer, Dallas; 
A. B. Buckeridge, Pittsburgh. 








Crepir Ratinc Bureau 
Sate: Privately owned, in central 
Ohio city of 13,000 inhabitants; 
business well established and in best 
of condition, with bright outlook 
ahead; investigation invited if you 
mean business; other interests de- 
mand owner’s entire time. Address 


“W”’, 218 S. Seffner Ave., Marion, O. 


FOR 
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Changes in Constitution and By-Laws 


as passed at the fifteenth annual convention of the Retail Credit Men’s National Association in convention assembled at 
Providence, R. 1., August 9 to 12, inclusive. 


At this convention there was represented in person or by proxy 11,130 votes out of the total number of 15,020 eligible votes. § 
After careful consideration by the convention, each one of the following changes were separately voted on and passed 7 


without a dissenting vote. 


The passage of these changes has laid the foundation for greale? service lo every member of our organization, because 


it insures unity of action centralized on one good, namely, complete co-operation in purpose between the credit grantor and ¥ 


bureau manager which will result in greater service for every one interested in any form of credit work. 


There are two changes which we wish particularly to call to your attention. 


First, the new name of our association is 


the N. R. C. A., and this new organization will include both the old R. C. M. N. A. and C. 8S. E. D., under the direction 


of a manager-treasurer. 


before. 


below, remains in force. 


OLD CONSTITUTION 
ArticLe I — Name 


This organization shall be known as the Retail 
Credit Men’s National Association. 


Artic.e Il] — Membership 


Section 1. The membership of the Association shall 
consist of retail credit grantors, bankers, individuals, 
firms, or corportions engaged in any line of retail mer- 
chandising by whom credit is extended; rating bureaus 
or mercantile agencies, holding membership in_ local 
associations of retail credit men, and also rating bureaus 
or mercantile agencies who are members of the Credit 
Service Exchange Division. 


Articte VII — Annual Meeting 


Section 1. No annual meeting of the association 
shall be held but in the place and stead thereof an annual 
convention will be held, which convention shall have and 
exercise all the powers of an annual meeting. Such annual 
convention shall be held commencing on the second 
Tuesday of August each year at a place to be selected by 
the Board of Directors at least six months in advance of 
such convention. 


(No old Section No. 2) 


Articte VIII — Fiscal Year 


Section 1. The fiscal year of this association shall 
close July 31st of each year. 


Articte X — Officers and Directors 


Section 1. (a) The officers of the association 
shall be a president, a first vice-president, a second vice- 
president, a secretary and a treasurer. 


(b) All officers shall serve without compensation, 
except the secretary and treasurer, whose salary shall be 
fixed by the Board of Directors. 


D. F. Woodlock was elected to this position for the coming year. 
Second. There was no change made in either the R. C. M. N. A. dues or the C. 8. E. D. dues—both remained as © 
The two dollar per member plan was referred to a committee for further investigation this coming year. 


Following you will find under the heading at the left, ““Old Constitution,” the articles as they were, and under the heading | 
“New Constitution,” you will find the articles as passed by the convention. 


The balance of the old constitution, not mentioned 


NEW CONSTITUTION 
ArticLe I — Name 
The name of the association shall be the National 
Retail Credit Association. 
Artic.e Il] — Membership 


Secrion 1. The membership of the association shall 


consist of retail credit grantors, bankers, individuals, 


firms or corporations engaged in any business or profession § 


in which retail credit is extended, also rating bureaus or 
mercantile agencies holding membership in the Service 


Department of the National Retail Credit Association. | 


ArticLe VII — Annual Meeting 


SecTIon 1. 
shall be held, but in the place and stead thereof an annual 
convention shall be held, which convention shall have and 
exercise all the powers of an annual meeting. Such annual 
convention shall be held commencing on the third Tues- 
day of June, each year, at a place to be selected by the 
Board of Directors at least six months in advance of such 
convention. 


Section 2. The registration fee at each convention 
shall be designated by the Board of Directors and shall 
not be less than $10.00. 


Artic.e VIII — Fiscal Year 


Section 1. 
close April 30th of each year. 


ArtIcLE X — Officers and Directors 


Section 1. (a) The officers of the association shall 
be a president, a first vice-president, a second vice 
president, a manager-treasurer and a secretary. 


(b) All officers shall serve without compensation, 
except the manager-treasurer and secretary, whose 
salaries shall be fixed by the Board of Directors. 


(Continued on page 24) 


(a) No annual meeting of the association § 


The fiscal year of this association shall] 
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Promoting New Business 


By Mark Lanssurcu, Lansburgh & Brother, Washington, D. C. 
Address delivered before the Fifteenth Annual Convention of the National Retail Credit Association 


HE introduction of your pres- 

ident is not like the one I re- 

ceived a few years ago in a little 
country town in Indiana. The scene 
was a county fair, where every day 
there was held a sort of Chautauqua 
series, part of the talent traveling with 
the promoters and part being obtained 
from the county. I was appealed to 
for the reason that some of the talent 
had fallen down on the fair manage- 
ment, and I was asked, being from 
Washington, D. C., if I would not give 
the people of that town some personal 
observations of a Washingtonian on 
the gentleman who was then president 
of the United States. 

In view of the fact that I knew one 
of the president’s secretaries, I had 
often been privileged to hear and see 
the president, at various meetings. I 
consented, was brought on the stage 
in this huge tent that was put up, and 
the presiding officer said: “Ladies and 
gentlemen, I am very sorry to announce 
to you that Johnson’s trained donkey 
will not be able to perform this after- 
noon, but in its place I present Mr. 
Mark Lansburgh, of Washington, 
D.C. (Laughter.) 

While the subject assigned is “‘Pro- 
moting New Business,” I am taking 
the liberty of expanding it to include 
also the theme of “Promoting Old 
Business,” for it is just as dumb for 
the credit man tolet the latter get away 
from him as was the modern flapper 
in a night club who, when it was 
being raided, thought the whistle 
was a signal for a Paul Jones. 

Naturally, the most important task 
in the promotion of new business is at 
the moment when you have before you 
the bureau report on the applicant. 


mit is a simple matter to O. K. the good 


ones and throw out the bad ones, but 
that is not what you are taking the 
boss’ money for. Both these types are 
‘ouractual—not potential—customers, 
And your letters to them either of ac- 
eptance or refusal of the account, are 
f the utmost importance—so much so 
hat large stores have paid fancy prices 
or outside agencies to write such type 
etters for them. 


at Providence, R. I., August, 1927. 





The application that leaves you “on 
the fence,” so to speak, is your greatest 
promotion job. An additional call by 
the customer, with the visit personally 
handled by the credit man, should al- 
ways be resorted to, for the amount 
of good which 
declined is 


business otherwise 
might easily be 
siderable. 

The source from which most of the 
new business of the credit department, 
or, I should say, department of ac- 
counts, and here let me audibly wonder 
if some of our high-hat credit men willl 
not soon be titling themselves ‘““Cus- 
todians of the Department of Ac- 
counts,” is undoubtedly the soliciting 
of new accounts. 

Soliciting accounts is sometimes 
frowned upon, not as a policy, but by 
reason of the indiscriminate manner 
and the methods by which charge 
privileges are offered—credit may be 
sold or it may be given away, and not 


con- 


only will your collections be benefited 
by a policy which places emphasis on 
the value of credit, but the customer 
reaction to your store will be more 
favorable. 

The sources from which names of 
prospective charge customers may be 
gathered are numerous, but from 
whatever place they are obtained a 
careful analysis should be made. Lists 
purchased or compiled for many busi- 
nesses may be usable for the direct 
mail department, but would not neces- 
sarily be suitable for solicitation of 
accounts purposes. Only those indi- 
viduals who have real use for your 


store and your store’s merchandise, 
should be considered. 

Rating books issued by retail com- 
mercial agencies, if available, are es- 
pecially valuable in that the names of 
the desired class of customer may be 
segregated. City directories are often 
cross listed by streets and numbers, 
and certain sections offer a fertile field. 
Other names may be selected from 
bank directorates, from the classified 
section of the telephone book, es- 
pecially valuable for suburban pros- 
pects, local college directories, tax 
lists, the daily newspaper, and, in 
Washington, even from the Con- 
gressional Record. To disgress a mo- 
ment, I recall a letter sent a few years 
ago to a number of the wives of new 
members of Congress, in which I told 
them that they, no doubt, would miss 
their home store, but that we hoped to 
make them feel that way in ours; that 
there were many stores which sold 
merchandise just as cheaply and just 
as good as our store, but that we prided 
ourselves on our service, etc. 

A few days later, a huge specimen 
from the west called at my office with 
his little “three foot, six” wife, and 
wanted to see the man who had sent 
him that letter. I went over, with a 
little fear and trembling, I did not 
know how I had insulted him by such 
a latter, and he said, “I just want to 
see a man who can admit that some 
other store can sell merchandise as 
cheaply as his store.” He said he 
wanted to open an account at once. 
The thought is, the advertising de- 
partment may use the superlative, but 
don’t you do it. 

Other cities, as well as Washington, 
have many transients remaining for an 
entire season, and if you have some 
influence, excellent prospects may be 
obtained from the leading hotels. 

From your own store may be com- 
piled a splendid list and one in which 
good-will has already been established. 
These include your delivery records of 
large cash sends, your C.O. D. records, 
a cashier’s list of checks cashed, and 
the names of cash customers making 

(Continued on page 10) 
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Pro moting New Business 


(Continued from page 9) 


large sales, obtained from clerks or 
floor managers. 

After the foregoing lists are carefully 
checked, the actual solicitation is usual- 
ly by letter, and all of you know the 
selling points to be brought home to 
the customer, and particularly why a 
charge account will benefit the cus- 
_tomer. Don’t waste time telling her 
you want ten thousand new accounts 
by Christmas. She is not worrying 
about your troubles any more than 
was the Scotchman who had to give 
his friend a wedding present and who 
sent a pair of homing pigeons. 

The mechanics of the solicitation are 
not difficult—in fact, it may be done 
automatically, as Steve Talkes would 
say. After the prospects are checked 
against the master credit file and 
previous solicitation files, if any, 
typists copy and handle the follow-up 
letters, checking again before each let- 
ter and noting on the prospect’s card a 
symbol for each letter sent. A tab 


system may be used, or until a reply 


has been received. If the customer 
accepts the invitation, an opening 
letter is sent and the card is removed— 
if she declines the account a letter of 
regret should be sent. 

In copying the letters the credit man 
might well collaborate with the sales 
promotion or advertising manager, 
who can give a selling slant to the 
letter. This promotion man normally 
knows more about type and stationery 
than the credit man and, no doubt, will 
bring an enthusiastic co-operation. 

Right here is a good time to beg you 
credit managers to get away from your 
desk more, and walk about your stores. 
You simply must keep up with the 
parade, and you must know what is 
going on in your establishment, even 
a partial knowledge of merchandise 
will give you a broader viewpoint, and 
your conversations with buyers and 
floor managers can only bring you a 
close friendship and fuller co-operation. 
And your boss will admire you the more. 

The time is coming when the credit 
managers, as well as superintendents 
and merchandise managers, will all be 
sitting in at the store’s council meet- 
ings. If you do not receive the daily 
and monthly trade journals, such as 


“Women’s Wear,” the “Dry Goods 


Economist”’ and others just as good, 
make it your business to get them, even 
if from the waste basket of some execu- 
tive who does. THe Crepir Worip 
splendid as it is, must necessarily be 
limited in scope. 

I want to, right here, express my 
appreciation, and I know yours, for the 
splendid manner in which Tue Crepir 
Wor.p is performing its work. Its 
articles are excellent, and especially 
the editorials on the first inside page, 
written by Secretary Dave. They are 
well worth reading. 

But to return to my other thought— 
that of promoting the other business. 
If it costs from two dollars and fifty 
cents to five dollars to secure a new 
account, you can well realize the 
necessity for keeping the old ones. In 
the grind of the credit office, you can 
easily let many good customers slip 


away. Inactive accounts may be kept 


in touch with through monthly sales 
messages printed in the statements 
mailed out, even though no items ap- 
pear on it. 


Accounts inactive, after a number 


of months, may be reached by letters— 


not ones containing tearful pleas for 9 











Position WantED: Woman now 
employed by public utility corpora- 
tion wants position September 15th. 
Qualifications: Knows credit work, 
workmen’s compensation law cases, 
accountancy, bookkeeper - cashier, 
letter writing, billing, filing. Have 
also had short experience in adver- 
tising and newspaper work. Prefers 
South. Mr. Southern Business Man: 
why not reduce expenses by combin- 
ing work and hiring someone who 
knows several things. Box No. K, 
Crepir Wortp, Equitable Build- 








ing, St. Louis, Mo. 

















Leo. L. Meyer 
James R. Hewitt 
Milton J. Solon 





Official Notice of Election 


NEW OFFICERS AND DIRECTORS 
For the Year 
August, 1927, to June, 1928 
As Unanimously Elected by the 
FIFTEENTH ANNUAL CONVENTION 
in 
Providence, R. I. 
August 9 to 12, 1927 


Steve H. Talkes, Washington, D.C... Director 
3 years 

A. D. McMullen, Oklahoma City, Okla. 
3 years 

Wm. F. DeVerre, Cheyenne, Wyo. 
3 years 


W. H. Gray, Cleveland, Ohio. 
3 years 


H. A. Gibbons, Milwaukee, Wisc... Director 
3 years 


J. E. Ziegelmeyer, Dallas, Texas 
(To fill unexpired term of Richard Crawford, deceased) 


W. W. Robinson, Portland, Ore. 
(To fill unexpired term of C. L. Graden, resigned) 


NAR President 
cia First Vice-President 
__.. Second Vice-President 


_..Director 


Director 


Director 





Director 
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business, but ones of friendship, good- 
will and sales ideas. Here again, may 
I say, get in touch with your advertis- 
ing man for ideas, and do not do what 
most of the letters I have seen do, 
that is, assume that someone in your 
store has offended the customer, or 
that your service has been rotten. 


Solicitation of inactive accounts may 
well be done by personal visits or calls 
on the telephone, by ladies preferably. 
Personally I think “a voice with a 
smile” on the telephone can accom- 
plish more and get quicker action than 
letters. However, if television becomes 
a practical reality, I suppose the credit 
man will want to do the telephoning 
early in the morning. 


The credit man who wants to be 
considered a business builder must do 
something more than pass on credits 
and collections, he must add to and 
enlarge the hitherto prescribed scope 
of his work. 


He has the opportunity not only to 
cement the ties of friendship and con- 
fidence and good-will between his 
establishment and its charge cus- 
tomers, but also to do his own sales 
promotion job, tha: of securing new 
business and greater old business. 

I would not insult your intelligence 
by thinking I had brought any pro- 
found or weighty ideas to you, but, 
if you have received just one thought 
to take back home, I will not be so 
embarrassed at having presumed upon 
your very great patience and kindness. 
I thank you. 


BALTIMORE & OHIO SPECIAL 
TRAIN 


As usual, Cliff Merriam, as chair- 
man of the Transportation Committee, 
the Associated Retail Credit Men of 
St. Louis, arranged for another special 
train to transport delegates to the 
convention. Mr. Merriam arranged 
a very wonderful trip, as he always 
does, which was participated in and 
enjoyed by 85 delegates. 

The special train was run by the 
Baltimore & Ohio Railroad, and they 
certainly have a service of which they 
can be justly proud. This train not 
only had the best of accommodation 
to be found in the country, but the 
service and courtesy of the employees 
of the railroad was of such high 
caliber that we know the Baltimore 





& Ohio did make many new friends 
and patrons through this train. 


WEAGER DOES IT 


Our old friend W. C. Weager, takes 
unto himself a wife, and the National 
Association and the many personal 
friends of Mr. Weager wish to extend 
to Mrs. Weager their heart-felt sym- 
pathies. We hope that she will enjoy 
her due portion of this world’s happi- 
ness, even though she is starting with 
a handicap. 

The National wishes to congratulate 
Mr. and Mrs. Weager and wish them 
every happiness and success. 


DE VERE BIOGRAPHY 


I suppose you want a short history 
of my criminal career? All right, here 
goes: I was born in Huntsville, Ala., 
I am 34 years old, spent most of my 
early life barnstorming in the theatri- 
cal business; have been in the credit 
game as credit man and bureau mana- 
ger for the last nine years. (I am a 
very good judge of corn liquor, do not 
believe in the Volstead Act and think 
that all future conventions should be 


held in Canada or Cuba.) 














Y our Collections 


DETROIT 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organization 
owned by the merchants, for their 
protection, are self-evident. 


Rates Reasonable 
Safety Assured 











Address —602 Barlum Bldg. 





SHAWNEE, OKLAHOMA, OPENS 
COLLECTION DEPARTMENT 


We are advised by Mr. A. D. 
McMullen and his co-worker, Mr. 
Sesline, that they have opened a col- 
lection department for the Shawnee, 
Okalahoma, Association. They are 
now operating a collection department 
for the service of the association in 
Oklahoma and our friends who know 
these two gentiemen will realize that 
their departments are not only efficient- 
ly handled, but you are sure to receive 
your share of any money that they 
receive promptly on the first of each 
month. 














Through the Year 
with Tregoe 


Compiled by H. W. Thompson 
Edited by J. Victor Day 


A wonderful collection of Credit Axioms 
taken from the writings of 
J. HARRY TREGOE 


Executive head of the National Associa- 
tion of Credit Men and conveniently ar- 
ranged for daily reading. 


A Paragraph a Day 


365 GEMS 
ALL IN ONE VOLUME 


ee 


RETAIL CREDIT MEN 


will find this book a wonderful inspira- 
tion. Mr. Tregoe for more than twenty- 
five years has been an outstanding figure 
in American commercial life. 


READ HIS CREDIT AXIOMS 


andJprofit by the wisdom they contain. 
No man in the ranks of credit officials has 
been more influential in upbuilding our 
present sound and stable system of credit. 
EVERY CREDIT MANAGER 
AND EVERY EXECUTIVE 
SHOULD HAVE A COPY 


We will gladly send one on approval 
subject to five days’ free examination. 


SEE IT — READ IT 


andfif you decide to keep it send us"the 
small price of $1.50. Otherwise return it 
and§we will give you full credit. 


Fill in and Mail This Coupon! 


TODOR PRESS, INC. 
251 Causeway Street 
Boston, Mass. 
Send copy of “Through the Year With 


sgl subject five days’ free examina- 
Fh dire cnssnscccascamicsinensiinaivienntinninguinataminntctigtiniile 
i icrecpccccitinnvininssiccannicnaiigimniamsitin 
City i 
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Retail Credit Organization in 


Great Britain 


By G. Harvey Denney, General Secretary, The National Federation of Credit Traders, London, England. 


Note 
sister organization and its accomplish- 
ments are contained in this article. 


A very comprehensive view of our 


R. PRESIDENT, ladies and 
gentlemen: This is the first 
time that we have been able, 
in England, to extend to you in person, 
our fraternal greetings, and I was 
commissioned at the convention of the 
Credit Traders in England one week 





and benefit to those who are engaged 
in that trade, but also to give what I 
consider to be a signal social service. 

Now I want to talk to you this 
morning upon the condition of organ- 
ization in England, in the retail credit 


trade. We have and can boast of the 


oldest trade organization of any kind 
His- 


tory goes back for some two hundred 


whatsoever in the British Isles. 


years, and you will be interested in the 
genesis of our organization. My good 











‘*We’ll have to get together about that fellow’’ 


before we set sail for America, to con- 
vey to you in the heartiest and warm- 
est manner, the greetings of your fellow 
tradesmen on the other side of the 
Atlantic. I fulfill that duty with an ex- 
treme great amount of pleasure. 

In the second place, I am greatly 
honored this morning. I am more than 
grateful to you, Mr. President, for 
giving me the opportunity to speak to 
those who have like ambitions with 
myself and who are engaged in the 
same great work of endeavoring to 
fashion retail credit organizations in 
such a way as to be not only a help 


friend, Mr. DuPont, has told you how 
retail credit tradingcame intoexistence. 

In those days there were no railways, 
and the stage coach was an expensive 
matter. then, 
people moved from one district to 
another, and the first form that retail 
credit organization took 
Britain was the passing on by one man 
to another of a removed account, so 
that the new man, to whose district 
the customer had removed, might take 
hold of the collection of that account 
and, at the same time, give himself 
the first chance to make good an ac- 


Occasionally, even 


Great 


count with the same person. In that 
primitive form it first developed. 
Now, the first people who ever 
enterprised in England, in respect to 
credit trading, were Scotchmen. 


Scotland was five times higher than in 
England, and that is largely the reason 
why the Scotchmen conquered Eng- 


land and have ruled it to this day. § 


(Laughter and applause.) 


Then the Scotchman saw his op- J 


portunity. The Scotch tailor came 
down and went from village to village, 
remote from the towns, not only took 


the cloth with him on his back, not a J 


very large variety but good quality, 
hand-woven; he sat down there in some 
hospitable farmer’s house and made 
the clothes while he stayed in the 
village, and then went to the next point. 
During the course of twelve months he 
would cover a large space of country, 
receiving his money by installments, 
as he called for that purpose. Crocker, 
one of our great novelists, has written 
an extremely entrancing story around 
the life of one such man. 

Developing from that method of 
helping one another to form or collect 
a¢counts, in cases of removal, you 
may readily see that a certain social 
atmosphere sprang up, and so, in the 
old associations, in various parts of the 
country, formed for this purpose of 
helping one another, a great deal of 
social activities developed. Some of the 
old rules amuse me immensely. I have 
seen rules of old associations where one 
of the first requirements was that you 
could not be a member unless you were 
a Scotchman. In South Wales, until 
only thirty years ago, the first require- 
ment was that you were born north of 
the Thames, which meant the border- 
line between Scotland and England. 
In Blackbury I picked up an old rule 
book there. One hundred and fifty 
years old was this rule book, and the 
seventh rule read, ““Any man coming 
drunk to a meeting will be fined one 
shilling.” (Laughter.) 

Well, now, you will readily under- 
stand that having such an old organ- 
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ization, it is also an extremely con- 
servative organization. I have had the 
honor of being executive secretary for 
about the same length of time that our 
good old friend, Dave Woodlock, has 
been running your organization here. 
At first I had great difficulty in 
persuading my people that retail credit 
should take the widest possible view. 
There was a narrow view of it. 

First of all, they did not want a man 
in membership who did largely a cash 
trade; he must be, as far as the 
majority of his trading was concerned, 
a credit man. You know, there has 
beee an old rivalry and antagonism in 
England for generations, between the 
credit man and the cash man. We have 
one of the largest firms in the whole of 
the United Kingdom, Booths, the 
chemist and general supply stores, who 
have over eight hundred branches, and 
over every one of their stores you see 
the legend, ‘““Cash Chemists,” meaning 
they will give no credit at all. That 
was practically the position until 
recently. 

By dint of hard work the credit 
traders have shown the nation that 
they have the means of supplying a 
real need of the community, and that 
credit giving is not a wrong thing, but 
a good thing, and every word that has 
been said this morning in that respect 
I heartily endorse, and we are getting 
our people to endorse it generally 
throughout the length and breadth of 
our land. 

Now, until recently then, the large 
stores gave no credit; today, they are 
beginning to give credit and to open 
up charge accounts, but there are still 
a vast number of them who give no 
credit whatever and display that 
legend, “‘Cash Only.” 

Now that they are beginning to 
develop what you term charge ac- 
counts, they are beginning to seek 
membership with us. Believe me, we 
had the greatest difficulty in persuad- 
ing a great many of our people that the 
day had come that we must open the 
door wider than we had ever done and 
admit these large stores to member- 
ship. But, ladies and gentlemen, we 
have the door open and the big firms 
are coming in, and it will be all to the 
good when every credit giver in the 
United Kingdom, on the retail side, is 
associated with us. 

Now, one other line of advance we 
have just made. We have now de- 


termined to open the door to the 
professional classes and the dentists of 
London, among whom are numbered 
quite a number of gentlemen who took 
their degree on this continent. These 
are coming in with us in the autumn 
of this year. Is it not essential that you 
should know how much a man owes for 
groceries, how much for clothes, and 
how much he owes his doctor and his 
dentist? and is not the doctor and the 
dentist and every professional man 
just in the same position as ourselves, 
in regard to his right to obtain his 
money and to be protected from bad 
credit? I am sure you will agree with 
me that that is so, and so, today, we 








have relatively the same position in 
this matter at the moment. But my 
purpose in coming here this year, was 
especially to find how and why you do 
the things as you do. 

You have a most wonderful system 
here, I am more than delighted with 
the results that I have seen and the 
many things that I have learned, and 
I am hoping to go back to England and 
put a great many of these things into 
practice, which I have learned from 
your most practical bureau heads. 

I do not think I have ever met a 
man in my life for whom I have a 
greater admiration for the hard work 
and the sterling qualities that he ex- 
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The Credit Traders of England have a Benevolent Fund 


stand with the door wide open to every 
credit giver of every kind whatsoever, 
and that after years of determined 
effort to attain that end. 

We have, today, a system of report- 
ing bureaus, not called by that name 
but essentially the same thing, but 
we have not made anything like the 
advance you have made. Perhaps our 
good friend, Mr. McConnell, of Carson 
Pirie, Scott, of Chicago, and myself, 


hibits than Dave Woodlock. (Ap- 
plause.) Ladies and gentlemen, if it 
had only been for the pleasure of shak- 
ing that man’s hand and seeing the 
wonderful things that he does, I have 
been amply repaid for my visit to 
your shores. (Applause.) 

Now then, you all have gathered 
that our reporting system is on the 
derogatory side. Every man who does 

(Continued on page /4#) 
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Retail Credit Organization in Great 
Britain 


(Continued from page /3) 


not honor his bond with a membership 
of our federation is reported to me, and 
the only information I give is whether 
he is a man who has honored his bond 
or whether he has not. I do not give 
the detail, nor do any of our bureaus 
give the detail that you give. I am 
going to place your system, in detail, 
before our federation, and ask them 
whether they consider it advisable. 
I will not say what I am going to do 
about it quite yet, for I have not quite 
made up my mind. I am going to lay 
the whole thing before them, I am 
going to show them as fully as I can 
the tremendous advantages that attach 
to it, and leave the rest to them, that 
they will give me those instructions 
which may possibly carry out the best 
possible end. 

Another thing, I think the time has 
come when we ought to co-operate as 
between England and the States. I 
know you will be rather surprised to 
know that we have a system of col- 
lection of accounts all over the world, 
and that we collect accounts all through 
the United States, without your help. 
I think we ought to collect with your 
help, and I am anxious, therefore, if 
we can, to arrive at some method of 
co-operation. 

My chief client in the London office 
sent me through, yesterday, an ac- 
count of how much money was collect- 
ed during the quarter ended the 30th 
of June, this year, in the United States, 
by one of our associate members, who 
happened to be a great firm of tourist 
agencies, and the amount was one 
thousand, seven hundred dollars, col- 
lected from removed accounts, not one 
penny of which was collected, as far 
as we know, by any source contained 
within your federation. 

I am delighted to know—it is one 
of the bright spots of my visit—that 
you are going to set up and maintain 
a perfectly good collection system. It 
is one of the needs which you have 
faced and in which we hope to co- 
operate with you. In the meantime, 
we will go on with our own system, and 
I will put the information concerning 
it at the disposal of your secretary in 
due course. That is one method of co- 


operating which we should be happy 
to reciprocate in regard to anything 
that we may ask of you. If we can 
serve you in England in any way, I 
do hope, ladies and gentlemen, that 
you will avail yourselves of it, and if 
you ever come to our country we will 
give you as hearty a welcome and as 
good a time, if we can (I am not sure 
that we can) as you have given us. 

Now, we have developed a great 
many side lines, as it were. One of 
them, that I am proudest of, is one 
that my old friend McGiff, has been 
a worker in, that is the benevolent 
side (you can see he has a benevolent 
face). We have a National Benevolent 
Fund, and we have Local and District 
Benevolent Funds linked with it. If 
any man who has been a credit grantor, 
or employee of a credit grantor, falls 
on evil days, and we know of it, we 
put at his disposal sufficient money to 
keep him free from want the rest of 
his life. That is a tremendous thing, 
but it has been accomplished by men 
like my friend, McGiff. (Applause.) 
Today, any man who falls into needy 
circumstances, who has been connected 
with the retail credit trade, has at his 
disposal that fund for his help and 
benefit. 

Along with our friends, the whole- 
sale drapers and warehouse men, we 
have also some wonderful schools o 
the highest possible grade, which give 
an education equal to the highest 
schools in the land, and to these schools 
we send all the orphan children of 
members of our trade, whose parents 
have not left sufficient money behind 
to provide for that education. This we 
do, and the details of it are extremely 
interesting, but we have not time to 
go into them now. 

We do endeavor to serve to the ut- 
most those who connect themselves 
with our federation. We have district 
councils similar to your state gather- 
ings, and these district councils focus 
upon purely local matters. We also 


have the local associations in prac- 
tically every town of any size at all, 
and in some of the very small country 
towns where there are only two or 
three credit grantors. 


I have been investigating down in 
some of your country districts, and if 
I may be allowed modestly to say so, 
you have thesame work to doin respect 
to this method of handling credits that 
we have had in England. It is the 
country districts now that largely 
want attention, and we have en- 
deavored, in England, to give that 
attention, and we issue every year, a 
year book and directory, in which 
every district, town and village in 
England is tabulated along with the 
name of the local bureau to which to 
send your removed accounts or in- 
quiries, so every member, any time, 
opens his year book, he turns up ‘the 
name of the place to which the dues 
have gone, and he knows immediately 
where to send that account, that it 
might be handled or his inquiry replied 
to. 

Now, one of the greatest features, 
too, of our position in England, is that 
the government gives recognition to 
various forms of trading, through the 
recognized voice of organization. Some 
years ago we made an attempt to get 
our government in England to recog- 
nize that retail credit trading was a 
necessity of the community, that it 
was a distinct form of trading, and one 
that should be recognized as distinct. 
We finally persuaded the government 
to take a great interest in credit mat- 
ters, we persuaded them of the good of 
our case, and once they recognized 
that, from that day to this, everything 
that turns up in the government of our 
country, any proposal, any bill, any 
order in council or active parliament 
that affects retail credit, immediately 
the government office sends us full 
particulars, so we may be fully warned, 
so we may not be in the dark as to 
anything that affects our interest. 

When we came here the Foreign 
Office and the Board of Trade gave us 
this latter: 

“With reference to your proposed 
visit this summer to the United States 
and Canada, I have to say that dis- 
patches have been addressed to His 
Majesty’s trade commissioners at To- 
ronto, His Majesty’s Counsul General 
at New York, and all the other consuls 
in the cities you intend to visit, notify- 
ing of your proposed visit and request- 
ing them to give you every possible 
assistance. The addresses follow. The 
officers concerned will naturally be in 
position to give you the fullest informa- 
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tion and help, if you will notify them 
and immediately put yourselves in 
touch with them when you arrive.” 

That is how a connection between 
our government and a form of trading, 
recognized as a need of the community, 
is set up and maintained, and in every 
way we have reason to be proud of 
that fact. 

Now, last of all, we found that in our 
sectional interest, that is as a retail 
credit federation merely, there were 
many things in which we had a com- 
mon interest with all forms of retail 
traders, and we set up a master organ- 
ization, called the National Chamber 
of Trade, who hope to visit you next 
year by deputation. 

This National Chamber of Trade 
takes in every trade federation of every 
kind on the retail side, brings them all 
together, and we meet twice yearly 
to discuss problems that are not local 
nor particular to one organization, 
but which are common to all, and then 
we endeavor to so frame a united 
policy as to save the government the 
necessity of consulting us all separate- 
ly, giving the government, on the 
other hand, the opportunity of hearing 
our collective judgment as a retail 
trading class in the whole community. 

Now, you have listened to me very 
patiently, gentlemen, and I am ex- 
tremely obliged to you. It has been 
one of my greatest delights that you 
have given me this opportunity, and I 
hope in years to come, the connection 
we have now formed will be one that 
will endure and suffer no rupture 
through lack of 
endeavor to make it a wholesome and a 
thoroughly good thing. 

I give place to no man in my belief 
in trade organization. It is a service 
to the community as well as a service 
to ourselves, and the man who in any 
trade where there is an organization 
to serve his interest does not join it, 
is aman who has never realized exactly 
what he is in this world for, or what 
he my accomplish if he does his best in 
the sphere in which he has been placed. 

Ladies and gentlemen, maintain the 
organization, make it stronger. It is 
the one thing that is necessary in order 
that we may attain the highest and 
reach whatever great ideal it may be 
that we have placed before our col- 
lective vision. 

My friend, Mr. DuPont, is great on 
jokes. I occasionally have one myself. 


unfriendliness or 


A friend of mine took up the position, 
a little while ago, of medical head, 
doctor in charge, of a home for the 
mentally deficient, and he asked me 
to visit him. So, I went and saw the 
beautiful house they had placed at his 
disposal, just outside the gate. He 
said, ““You shall come through the 
asylum and see it.”” (I was reminded of 
this when our friend was speaking so 
eloquently awhile ago about the same 
sort of institution.) So, I went around, 
there were a great number of patients, 
some thought they were Napoleon the 
Great, some thought they were this 
and that. One man was wheeling a 
wheelbarrow upside down, and he said, 
“If I wheel it the other side up, they 
will put something in it.”” (Laughter.) 

We went all the way around the 
asylum, and I said to my friend, 
“But, Doctor, you have not many 
attendants for such a host of mentally 
deficient people.” ‘“‘Oh, no,” he said, 
“but they are quite enough.” I said, 
“Quite enough?” “Yes,” he said, 
“‘we have straight jackets and we have 
rooms to put the people in who are 
refractory.” “Oh, but suppose now that 
these mentally deficient people were to 
organize resistance, what would you 
do then?” “Oh,” he replied, “the 
mentally deficient never organize.” 
(Rising applause.) 
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Stores everywhere ars 


National O. KOI 


Because 


There is no delay while sales 
checks are taken from selling 
department to some distant 
point to be O. K’d. 


No chance for misunderstand- 
ings—the authorization is 
stamped on the sales-slip. 


Authorization is practically in- 
stantaneous, the salesperson 
simply inserting the sales-slip 
and calling the credit office. 


All authorization is centered in 
the credit office, giving com- 
plete control over all charges. 
The system is easy to install 
and economical to operate. 














To secure an author- 
ization the salesper- 
son simply calls the 
credit office from one 
of the conveniently 
located charge 
phones. 


THE NATIONAL CASE 
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ising or have ordered 
tharge Phones 





Because 


The installation of a National 
Charge Phone System does not 
in any way mar the appearance 
of the store. 








The method of securing an au- 
thorization is dignified and in- 
conspicuous from the cus- 
tomer’s standpoint. 


Charge phones are conven- 
S iently located in selling de- 
partments. 


System can be expanded when 
necessary by simply adding 
more phones. 


Customer, salesperson and 
store receive the highest degree 
of protection against mistakes 
in authorizing charges. 





‘ 


SHEGISTER COMPANY 





THE CREDIT WORLD /or September 





President Meyer’s Message 


(Continued from page 4) 


is certainly said without any reflection 
upon Mr. Woodlock, who has been 
limited in means and assistance in 
publishing THe Crepir Wor tp, and 
in consideration of which two latter 
impediments the publication has been 
more or less a complement to the St. 
Louis office. THe Crepir Wortp 
Committee this year is contemplating 
several plans for enlarging the maga- 
zine and increasing subscriptions. Of 
course, if circulation is extensive 
enough, national advertising, which 
would itself pay for the publication 
of THe Crepir Wortp, could be 
attracted to the magazine, and such is 
Mr. McMullen’s ambition. Incidental- 
ly, Mr. McMullen is generally recog- 
nized as a very serious minded student 
of credit and by virtue of his many 
years of activity in National Association 
affairs is the best versed person obtain- 
able for the particular task in question. 

Mr. Robert Stern, credit manager, 
A. Harris & Co., Dallas, Texas, will be 
chairman of the Bankruptcy Com- 
mittee this year. Mr. Stern. is the 
president of the Associated Retail 
Credit Men of Texas, untiring in his 
efforts and an ardent worker in all 
matters pertaining to credit and credit 
affairs, which was certainly evidenced 
by the fine strides made by the Texas 
State Association under Mr. Stern’s 
administration. This committee will 
collect all data procurable and strive to 
formulate plans for the promulgation 
of a bankruptcy law specifically ap- 
plicable to the personal bankruptcy 
which has become the bane of credit 
departments in very recent years. This 
committee, of course, will do certain 
research work and co-operate in ob- 
taining statistics on losses from per- 
sonal bankruptcy generally throughout 
the country. 

The Finance Committee will be 
under the chairmanship of Mr. Geo. 
A. Lawo, secy.-treas., John Gerber Co., 
Memphis, Tenn., whose associate com- 
mitteemen be Mr. John M. 
Connolly, manager, Associated Retail 
Credit Men, New York City, and 
Mr. Franklin Blackstone, credit man- 
ager, Frank Seder & Co., Pittsburgh, 
Pa. Neither of these three men need 
any introduction to the membership 
of the association, as for years they 


will 


in National 
This committee serves as the 
“‘watch-dog of the treasury” and super- 
vises appropriations for different com- 
mittee and general association activity. 


have been most active 
affairs. 


Mr. Stephen H. Talkes, secretary- 
treasurer, Associated Retail Credit 
Men, Washington, D. C., who for the 
year 1926-27 was chairman of the 
Service Division, is the new chairman 
of the Service Department Committee. 
There is possibly no man in the country 
more familiar with the problems of the 
service man than Mr. Talkes, and he 
should function as a sort of balance 
wheel in the administration of National 
affairs, this year especially, the inter- 
relationship between credit and service 
department members being tempor- 
Mr. Talkes did more 
work for the National Association last 
year than any member of the National 
Association who was not being paid for 
his services, and has assured the 
National this year that he will do all 
humanly pussible to assist the ad- 
ministration in maintaining amicable 
relationships between the element of 
the association which he represents 
and credit men at large. In view of the 
fact that the amalgamation of the two 
departments of the National has just 
been consummated, by virtue of which 


arily involved. 


many complications may arise, it is 
very reassuring to have a man of Mr. 
Talkes’ qualifications for the particular 
work to which he has been appointed. 

By acareful study of the foregoing it 
must be admitted that the committee 
chairmen are as representative as any 
procurable in the country. The strong- 
est men obtainable have been sought 
out for eachspecifictask aboveassigned, 
and one of the chief motives in desiring 
strength in the principal committee- 
men is to insure the National Associa- 
tion membership at large against one- 
man domination of National Associa- 
tion affairs. There is not a man above 
referred to who is not of the highest 
character and ability; each one is 
a finished executive and needs no 
introduction as to means and methods 
of procedure. 

Whereas, your president, by virtue 
of his office will necessarily interest 
himself in the activity of each and every 
one of the committees, he certainly will 


not presume to inflict his own ideas 
upon any of the committee chairmen, 
except in an advisory manner. At the 
same time I must remind the member- 
ship that these committeemen will be 
helpless they are accorded 
support from the membership at large. 
There is no question but that the 
membership in the past has been en- 
tirely too passive and apathetic, and 
accordingly, if the successful adminis- 
tration that has been hoped for is to be 
realized, the membership will simply 
be obliged to learn of and appreciate 
its own obligation to the men who are 
giving of their time and effort, without 
compensation, to assist in association 
affairs. The membership generally is 
not called upon to exert itself to a very 
marked degree, and in the few instances 
that it may be asked for co-operation 
during the next nine months it is 
earnestly hoped that there will be a 
ready response. 


unless 


As your president I can only assure 
you that I expect to consecrate every 
available moment of my time to the 
National Association for the full period 
of my administration. I have no ambi- 
tions personal to myself. The associa- 
tion has given me all it has to offer me 
—its presidency—and can give me no 
further reward other than the pleasure 
of success this term. That success will 
be for the association—not for me. If 
it will require politics to put myself 


over, I shall fail. If it will be necessary § 


to “‘double-cross” in order to succeed, 
I Shall never qualify. If I must be two- 
faced and faithless to my friends, to 
make a mark, my hopes will be blasted. 
If, at any time during my administra- 
tion, | may appear to be doing any- 
thing that isn’t strictly on the level, 
I beg of you to call my hand, and un- 
less I justify to you my actions as 
being of purest motive, it will be your 
duty to apprise the association of yout 
findings, and the columns of THE 
Crepit Wor-p will be at your disposal 
to that end. 
Faithfully yours, 
Leop. L. Meyer. 

Houston, Texas, August 29, 1927. 











Witt Purcuase INTEREST or con- } 
trol in established bureau. Give 
detailsin firstletter. Address replies 
to Editor Crepir Wor tp, Box C, 606 
Equitable Bldg., St. Louis, Missouri. 
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» | Helping the Retail Trade Through 


h ° . ° 

* Credit Organizations 
be (Continued from page 5) 

led 


fifty millions of working men, pays 


Be: practically all the interest charges and 
he the taxes. 
7 It pays the profits of the public 
nd service utility corporations. That, my 
S- B friends, is the extent of the ramifica- 
be tions of the retail merchandising busi- 
ply f ness. 
= Fighty-seven per cent—and I think 
4r€ Bthat this figure is low, although the 
ut G statistics are reliable—of that tremend- 
100 B ous volume of business is upon credit. 
'§ @ The total amount of installment sales 
“TY Bin 1926 was six billion, five hundred 
£S@ million of dollars. Pseudo political 
10" @ economists and others have been going 
'S B up and down the land bemoaning this 
© 4B fact and saying that we are heading 
into certain destruction because of the 
ur€ Benormity of the installment business. 
ery Blet us analyze the situation. The fact 
the is, that installment sales from 1925 to 
iod 1926 increased just seven per cent in 
nbi- volume. Eighty-five per cent of the 
cla-Bfurniture sold in the United States 
-M€B@some two years ago was upon install- 
> NOMment. That has been reduced until 
- today only about sixty-one per cent is 
Wi 


Bsold upon this plan. And statistics 
If compiled by the National Retail Furn- 
iture Dealers’ Association tell you that 


sary Bwhen you go below fifty-six per cent 
eed, Bin installment sales you are losing a 
twO- lot of valuable business because of the 
', COM too restricted credit policy. When you 
ted. Boo above sixty-six per cent you are 
stra-Bthen, perhaps, reaching the danger 
any-@mark as applied to the furniture trade. 
evel, @ Installment sales have brought the 
ul @ereatest blessing to the American 
S 48 @people within the mind of man. I know 
yout@that some will not agree with me in 
your@this statement. But the fact is that it 
4 has taken the drudgery out of house- 
vosa 


mwork and has brought the automobile 
ith the broadening influence of travel 
and interchange of ideas to the door 
:k. (@of practically every wage earner. 
Three things are essential and have 
been essential since the war to Amer- 
can prosperity and these three things 
Are: First, mass production which is 
nly possible through mass consump- 
ion, and the two are possible only 
hrough installment sales. Seventy- 
ve per cent of the automobiles manu- 
actured in this country are sold on the 











installment plan. Eighty-five per cent 
of the plate glass, practically sixty 
per cent of the steel, about sixty per 
cent of the velours and plushes, and 
like proportions of other basic com- 
modities go into the manufacture and 
Then if 


this be true, eliminate installment 


construction of automobiles. 


sales and you will eliminate a vast 
army of working men engaged in every 
productive industry of the country, 

















Now, what could he mean by proper 
supervision? Simply one thing, and one 
thing only—that the credits upon the 
books of the retail merchant, who is the 
last link in the chain of distribution, 
must be kept in a healthy condition if 
the prosperity of this country is to 


continue as it is now. 

And in the same. paper Judge Gary, 
the greatest financier this country has 
ever produced, said: ‘‘Prosperity is 
here to stay awhile.”” .-And he said 
further: ‘That it is time that we usher 
out the era of competition and usher 
in the era of co-operation.” 


Co-operation on the part of the re- 
tail 


merchants of the country, a 


Credit managers will soon become phrenologists 


and you relieve them from profitable 
occupation. So, upon installment sales 
rests the prosperity of this country. 
I base this statement upon the testi- 
mony of a leading statistician who said 
in the New York Times under date of 
May 21, 1927: “Business remains 
stable. Trend is upward.” And he said 
that the only thing that is needed in re- 
tail merchandisingisproper supervision. 





realization of their responsibility, of 
the necessity for them to stand should- 
er to shoulder. Show me that com- 
munity any place in the United States 
where the merchants have a realization 
of their responsibility not only as 
merchants in the distribution of com- 
modities, but their responsibility in 
the civic development of their com- 
(Continued on page 20) 
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munity, and I shall show you a com- 
munity that is bound to succeed and 
grow and develop. But show me a 
community where the merchants are 
primarily interested in the bringing in 
of new smoke stacks into that com- 
munity and the spending of thousands 
upon thousands of dollars for that 
purpose, when only four major in- 
dustries moved in the whole United 
States last year, and when only 
twenty-seven branches of industry 
were established in new communities, 
only thirty-one as a total, not one for 
each State in the Union, and yet, 
every town and city is competing and 
spending thousands of dollars in their 
dream of industrial development. Show 
me a community that does this thing 
and I shall show you a community 
that is overlooking the very gold mine 
that lies at its door—the development 
of the retail merchandising business. 

Sixty per cent of the volume of the 
business that rightfully belongs to the 
communities represented here goes 
elsewhere. Sixty per cent of it! That 
is a gold mine! Where does it go and 
why does it go? One place, ladies and 
gentlemen, that it does go is to the 
great mail order houses. And I can 
speak in only the highest terms of them 
and compliment them upon their busi- 
ness I carry some sheets of 
catalogues here from the “gospel,” 
according to Montgomery Ward, and 
the “epistles” that go forth to the 
users of merchandise in the United 
States of America. And I defy you, as 
I have defied audiences in all of the 
thirty-one states that I have visited 
since the first of January, 1927, 
show me one single merchant, one 
single department manager, one single 
advertising manager, one single sales 
person, any place within the confines 
of this country, who can give you so 
splendid, so lucid, so interesting, so 
intelligent a description of the mer- 
chandise on the shelves of the average 
store as may be found within the pages 
of this mail order catalogue. And I 
say to you that it cannot be done. We 
do not understand our merchandise 
sufficiently well. 

But there is vouchsafed to the 
merchants of this country a splendid 


acumen. 


medium for the development of mer- 
chandising, and that medium is the 
local newspapers in your respective 
communities. And I say to you again 
that the merchants are not getting 
all they should out of their newspaper 
advertising. This for two reasons: 
And the first they not give 
sufficient thought and attention to the 
preparation of their advertising copy. 
They prepare it hurriedly at the last 
minute, 


is, do 


bring it to the newspaper 
office and throw it upon the desk of the 
advertising manager just before the 
dead line and expect out of that hodge- 
podge to get results. It can’t be done. 
Your newspaper advertising should 
represent your store always and con- 
stantly at its best. It is you! 

The second reason is, and this is not 
a popular subject to discuss, but I am 


season and sales out of season. It is 
wrong and we must correct that evil, 
Do not get the impression that I am 
entirely against sales. John Wana. 
maker, the prince of American mer. 
chants, says sales are essential in two 
seasons of the year, July and January, 
and he has built those two months te 
the peak of the year’s business. Garver 
Brothers, in the little inland town of 
Strassburg, Ohio, use four sales per 
year. And they say that if sales are 
properly conducted, and if the truth 
be told under all circumstances an 
conditions about merchandise, they not 
only clear the shelves of merchandise 
but actually build business for the 
store. 

And now, ladies and gentlemen, | 
eighty-seven per cent of the total 
volume of American business is done 
upon credit, it has proven itself to be 
one of the outstanding business stim- 
ulants of modern times. It has proven 
itself worthy of careful nurturing 


through proper andffadequate super. 
vision. 
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The birthplace of the retail store 


not paid to tell you popular things. 
I am paid to tell you what I believe to 
be true. We use entirely too many 
sales. (Applause.) And through this 
shortsighted policy we are cutting the 
very foundation from beneath that 
splendid instrument of propagation, 
the daily newspaper. We are using the 
sales constantly and all the time, sales 
with reason and sales without reason— 
most of them without reason—sales in 


Let us approach this supervision firs 
from a financial standpoint. I war 
to say to you now, credit grantors, ané 
I hope and believe that each bureatl 
manager in this room will agree witl 
me on this subject when I say that 
am not interested (and I was a cred: 
bureau manager for ten years) in thé 
credit grantor. I am not particular 
interested in the retail merchant. | 
your problems were the only problem 
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_ | confronting me in this work I would 
It ig not be in it twenty-four hours. I am 
evil, not interested in making it easier for 
am you to extend credit. I care not how 
‘4na-/ dificult your task may be. I have to 
met-} work hard, too. Why shouldn’t you? 
| WO! I’m not interested in saving your store 
1atY,} or the store that you represent a few 
hs te hundred or thousand dollars in the 
‘Tver course of a year. The money is yours 
ae and you may do exactly what you 
= please with it. I am only interested in 
S are) the efficient and effective operation of 
truth credit bureaus here and everywhere 
aM | throughout this country, for one reason: 
y Rott | know that every single dollar that 
ndise vou lose through unwise credit ex- 
the tension, or that your store may lose 
through your unwise credit extension, 
“My F'but one thing may be done with it, 
tote and that is, charge it into the over- 
“a head. 
oa After you get it into the overhead 
owl there are but two things that may be 
uring done: And the first is, take less net 
ape profit at the end of the year. And, if 
you do that, your store will eventually 
go out of business. And I am not so 
sure that it would not be a splendid 





thing if a lot of so-called merchants 
vould definitely and automatically and 
permanently cease to exist. And the 
second thing is: Charge more for your 
merchandise. Having been a merchant 
myself I know what is done. 

So I am interested in the operation 
of credit bureaus so that the influence 
of these bureaus may reach in to the 
very home life of every single individ- 
ual in the community and aid the man 
who works in the shop, in the mill, and 
on the farm to purchase his merchan- 
dise at the least possible cost consistent 
with its value; and aid the retail mer- 
chant to perform his only function as 
a merchant, and that is to sell his 
merchandise at the 
spread between the cost and the selling 
price. What else is there to retail 
merchandising, save the selling of 


least possible 





merchandise at the least possible 
fick spread between the cost and the selling 
oll price? Coupling this with service, 
and YOU have said everything there is to 
J : . ° e 
¥ say about retail merchandising. 
ureal : ye 
with What are the tangible civic results 
bol of proper credit supervision through 
call efficient credit bureau management? 
a They are the four “C’s” of credit 
bureau management. A Constructive 
ilar} ; ; : 
Community Credit Consciousness. A 


consciousness on the part_of the retail 


merchant and credit grantor of the 
necessity for a complete spirit of co- 
operation under all circumstances and 
conditions; a realization on the part 
of the consumer of the necessity for 
safeguarding his credit standing; his 
integrity if you please, in the com- 
munity. These are the four “C’s” of 
credit bureau operation. From a moral 
standpoint I know of no single thing, 
the which has 
splendid a moral influence in the com- 
munity as does a properly organized 


save churches, so 


and effectively operated credit bureau. 

What is there that so rends and 
tears the moral fabric of an individual 
as to be loaded with debts that he can- 
not pay? Not one single thing! And 
vou who are responsible for placing 
the last ruinous obligation on that 
man’s shoulders through two reasons, 
first, because of your over anxiety to 
do business, and, second, because of 
your inability to procure proper credit 
information, not only wreck him 
morally, but you drive him out of your 
You 
And you 
cause him to become a horrible object 
not only before his own children, but 
before others in the community. Dead- 
beats are not born. They are the direct 
product of unintelligent credit granting 
on the part of the retail merchants of 
this country. 


community as a useful citizen. 
destroy his buying power. 


This all leads us up to the building 
of the bureau, and that is the im- 
portant thing—the building of the 
right kind of a bureau. I want you to 
note that credit bureaus are the tools 
of the merchandising business in each 








21 
community. And tools are but the 
lengthening of the improving, of our 
legs and our arms and our minds. A 


noted scientist has said if we had the 
speed of an antelope, the grace of a 
swan, the power on the wing of an 
eagle, the distance covering ability of 
the whale, and the tireless energy of the 
snail, we would not need and we would 
not have automobiles, aeroplanes, nor 
steamships. Churches and penitenti- 
aries are tools built to take care of our 
moral deficiencies. Schools and asylums 
are built to take care of our mental de- 
ficiencies. Gymnasiums and hospitals 
are built to take care of our physical 
deficiencies. Credit bureaus and bank- 
ruptcy courts are built to take care of 
Use the one 
or the other may become inevitable. 
The working tools of the modern 
credit bureau are the same everywhere 


our business deficiencies. 


regardless of the size or the location of 
the city in which it may be operated. 
This fact was brought home to me more 
forcibly than ever before at a meeting 
at which I was called upon to speak 
in Columbus, Ohio, some few weeks 
Miss Visentine of the Columbus 
bureau, who is here, will no doubt re- 
call that meeting. After the meeting, 
which happened to be a luncheon one, 
I called my friend, who is the super- 
intendent of the local insane asylum 
in that city, and said: “I’m coming out 
to see you.”” He said: ““That’s fine. I 
will be glad to have you.” So I drove 
down and parked my car in front of 
the institution. 


ago. 


He met me and said: 
“T want to show you through these 


(Continued on page 22) 

















Delegates to the National Convention getting their pictures ‘‘took’’ at Harper’s 
Ferry at the junction of three states. (Note the Legal Advisor in the front row) 
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beautiful buildings and these beautiful 
grounds.”” As we walked through the 


grounds he said: “I had a very 
peculiar experience when I first came 
here to take charge of this institution. 


When I walk through the 


grounds as we are walking today, the 


would 


inmates would come up to me and say: 
‘I like you a lot better than I did the 
old superintendent.’ I would go a little 
farther and another would come up and 
say: ‘I like you a lot better than I did 
the old superintendent.’ This kept 
up and kept up until finally it got on 
So I called one of the 
inmates up to me who seemed to be a 
little more rational than the rest of 
them and I said: ‘What do these folks 
mean when they say they like me 
better than they did the old super- 
intendent?’ ‘Well,’ he said, ‘you seem 


my nerves. 


” 


to be more like one of the rest of us’. 
(Laughter.) 

So, credit bureaus in their operation 
pretty much the same whether 
the city be twenty-five hundred or two 
five thousand in 
population. The same principle is in 


are 


million hundred 
volved. The principle and the necessity 
that you and I are the heart of the 
operation and of the building of every 
single credit organization and of every 
single civic organization in the United 
States of America. It is your co-opera- 
tion plus my willingness to serve you, 
after you have vouchsafed to me that 


co-operation, that builds the splendid 


that are in effective 


operation throughout this country, and 


credit bureaus 


without, and save for these two things, 
not one single bureau could operate 
that is operating today. 

Now, what are the things necessary 
to be done from the standpoint of the 
credit grantors and what are the things 
necessary to be done from the stand 
point of the credit bureau manager in 
order that this thing should function 
effectively and efficiently in 

The 


abstract, a complete abstract, if you 


every 
single instance? first is an 
please, of each ledger, of each store, 
in each community where a credit 
bureau is in operation or in process of 
building. I trust that each credit 
grantor, that each retail merchant in 
this country will eventually come to 
the realization that he is not the owner 
in fee simple of the credit records of 
the pay habits of the customers on his 
books, but that this information is a 
part of the reputation of his customers, 
and as such it can belong to no one 
Were 


I the customer of any single store 


save the customers themselves. 


represented in this room I would de- 
mand as my inalienable right that 
every single bit of information that 
vou have in your possession regarding 
me should be placed on file at the 
When the citizens of 
have awakened to a 
the fact that credit 
bureaus are operated purely for their 


central bureau. 
this country 


realization of 


benefit, then they will demand that 
backward, inefficient, foolish mer. 
with the credit 
organization in the city in which they 


chants co-operate 
have their business. 

Each customer is entitled to his own 
individual master card which shallf 
mirror through the abstract of each® 
and every ledger, a complete history 
of his credit operations, be they good 
or bad, in the community. 

Of course, I know that there is not 
a single credit grantor here in this room 





today but who takes a credit applica-# 
tion in every instance from each cus-| 
tomer who applies to his store for 
credit, and fills that credit application 
out completely before the sale is made. 
It isn’t always done. In proof of this 
I sat beside the desk of the dean of theg 
credit managers in one of our largest 
eastern cities, and a man came into his 
office and said: “I want to open an 
account with your store.”” The credit 
manager asked: “What is your name?” 
And the customer answered: “John 
J. Jones.”” And when the application 
was completed and the customer had 
left, I turned to the dean of credit 
managers and asked: ‘What is that 
man’s name?” And he answered: 
“J. J. Jones.” And I talked with him 
a little further, giving him the second 
time to recover himself. And again] 
asked: ‘‘What is that man’s name?” 
And he replied: “J. J. Jones.”” And! 
said to him: ‘‘You, the dean of the 
credit managers of this city, and taking 
2 credit application as J. J. Jones when 
the customer definitely and specificallyg 
told you that his name was John J. 
Jones! That is a crime.” And it is 
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acrime. And yet it is not unusual. I 
can go through the streets of the 
average American city and find on the 
books of the average merchant ac- 
count after account with nothing but 
the last name, credit being extended 
by that merchant indiscriminately, 
without knowledge of antecedents, 
ability to pay, nor paying habits in 
the community. And yet, these cus- 
tomers are carrying your merchandise 
out of your stores every day—eighty- 
seven per cent of it. My friends, this 
cannot be done safely and securely 
without a proper basis of facts. Yet, 
| know credit grantors who are study- 
ing psychology today, and I think from 
all indications that some will be study- 
ing phrenology, that they may feel your 
head and tell by the bumps how you 
(Laughter.) 

I have had them say to me in each 
state I have visited: ‘I do not need to 
use a credit bureau. I am sufficiently 
good that I can tell when a man or 
woman walks into my place of business 


will pay your bills. 


whether or not they will pay their ac- 
And I like to say to that 
credit grantor: “If you are as good as 
you say you are, then you don’t belong 
in the credit business. There are 
positions awaiting you at the very top 
of the ladder. And you may write your 
own salary check and the amount 
will be no consideration.” And I like 
to say in addition, that miracles are 
not happening today. And the only 
miracle we know anything about that 
is happening is how, in the name of 
heaven, the average retail merchant 
stays in business when he handles his 
credit department as he does handle 


count.” 


it. How does he stay in business when 
he places in charge of his credit depart- 
ment, the most vital department of his 
business, a person who is no more nor 
less than a glorified bookkeeper? That 
is all that the average credit grantor 
seems to be. (I am not talking to those 
who are here; those who do not attend 
these conventions are the folks I mean.) 
I wish that some day that the credit 
grantors might realize their importance 
in modern merchandising. I wish that 
they might develop a backbone instead 
of a wishbone, and take their rightful 
places beside of, or in advance of, the 
other departments of their store. 


Now, the next thing after and de- 
pendent upon the application is the 
office work sheet. That dovetails with 
the credit application and cannot be 
any more complete than the informa- 
tion received by the bureau from the 
credit grantor. Fill out the credit 
application completely in every in- 
stance, because it performs two very 
distinct services for you. First: Folks 
have an uncomfortable habit of mov- 
ing about the community and else- 
where. And if you establish through 
your original credit application all 
points of contact, such as the correct 
name in full, the family relationship, 
the address, the place of employment, 
lodge and church affiliations, etc., and 
if this information is given in all 
instances to the bureau, it assists them 
in tracing your lost debtors. 


I sat beside the desk of a credit 
bureau manager in Hickory, North 
Carolina, a few weeks ago and a call 


And the 


came in for information. 
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bureau manager asked: ‘‘What is this 
man’s name?” The merchant gave the 
last name. ‘What is his first name?” 
“IT do not know.” ‘‘Where does he 


5)? 


live?” “I do not know.” “How long 
has he traded with you?” And this is 
the astounding answer: “For three 
This customer had been 
buying in that store and paying cash 
for three months, and yet the common 
every-day 


months.”’ 


business conversation by 
and between the customer and the 
merchant had not developed the 
fundamental facts upon which credit 
must be extended. 
ger started spotting around the com- 
munity and finally located the cus- 
tomer as living in a nearby city. He 
had loaded himself with debt there, 
had exhausted his credit, came down 
to Hickory and started paying cash 
in order to establish confidence, and 
when the psychological moment ar- 
rived, asked for credit 
Through the diligence and intelligence 
of that bureau manager that merchant 
was saved hundreds of dollars, and 
the merchants of Hickory, North 
Carolina, were saved thousands of 


dollars perhaps. 


The bureau mana- 


extensions. 


And the second reason why you 
should, in all instances, fill out this 
credit application fully and completely, 
is, because it becomes the only binding 
agreement by and between yourself 
and the customer. I am convinced that 
the average account is not paid when 
you expect it to be paid because the 
average customer has no idea as to 


when you expect your money. Let’s 


(Continued on page 26) 
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a ° ° ° Art 
Changes in Constitution and By-Laws— Continued ‘ 
ArticLte X — Officers and Directors tion tc 
Section 2. (a) The Board of Directors shall be com- Section 2. The Board of Directors shall be com. @ o% the 
posed of fifteen members, in addition to the president, the posed of fifteen members, in addition to the president, S 
rst vice-presiden second vice-presi secre- - . . . . ni 
first vice-president, the second veel date dent, the secre the first vice-president, the second vice-president, the 5 ll 
tary, the treasurer, and the retiring president of the , th a tir; . Bp ness, s 

Sate manager-treasurer, the secretary and the retiring presi- : 
association, who shall be a member of the Board of s oe ' B Pres § Credit 
Directors for one year immediately following the expira- dent of the association, who shall be a member of the ceptec 
tion of his presidential term, and the chairman and secre- Board of Directors for one yvear immediately following S 
tary of the Credit Service Exchange Division who, by the expiration of his presidential term. shall | 
virtue of their office, shall be members of the Board. Retail 

Section 3. The secretary and treasurer shall each Secrion 3. The manager-treasurer, secretary and § adopt 
give a bond for the faithful discharge of his duties in such such other employees of the association as may be desig- § which 
sum, and with such sureties, as may be required by the nated by the Board of Directors shall give bond for the § by-lav 

; ‘ , ; faithful discharge of their ies in such ¢ ‘| 
Board of Directors; said bond to be placed in the custody it capitis. tdi tegen dut i such sum, and with @ The b 
. : ; ae such sureties as may be required by the Board of Directors; & be su 
of the president of this association. , : 3 
said bonds to be placed in the custody of the president § for ap 
of the association. S 

Section 4. The secretary, who is ex-officio a director, Articte XI — Nominations, Elections and Filling memb 
may use the title of ‘‘managing director.” Vacancies in an 

(c) These nominations shall be announced during Section 2. (c) These nominations shall be an-§ Associ 
the convention and posted in the convention hall, on the nounced or posted in the convention hall during the § same: 
third day of the convention. second day of the convention. Comn 

(e) The balloting shall occur during the fourth day Secrion 2. (e) The balloting shall occur during S 
of the convention. the third day of the convention. port < 

Section 3. The president and vice-presidents shall Section 3. The president and vice-presidents shall of the 
be elected for one-year terms. Each of these officers must be elected for one-year terms, or from the annual CON- & tion is 

; ; ; ; ; vention of one year to the annual convention of the follow- 
be a retail credit man or an executive of a retail establish- ; - . . queste 
ing year. The new officers shall assume their duties at 
ment, who has supervision of retail credits, at the time of such time, on the last day of the convention, as may be 
his election. designated by the Board of Directors. 

Section 5. (a) At each annual convention, five Section 5. (a) At each annual convention, five 
directors shall be elected for terms of three years each, directors shall be elected for terms of three years each, . 
from and after the date of their election, or until their from and after the date of their election, or until their 
successors are elected and qualified. No person who has So ; from 

: a successors are elected and qualified. 
served a three-year term as director shall be eligible to answe 
re-election at the annual convention occurring at the close by th 
of said term. deo 

(d) Nocity shall be entitled to more than one officer Secrion 5. (d) No city shall be entitled to more hi ‘ 

a . , i ? BS . : : thirty 
or director at the same time, excepting only that a city than one officer or director at the same time, excepting 
may be represented by one director and the secretary or ; , a rep 

' : er , only that a city may be represented by one director and 
the treasurer of the association, and the chairman and h : : € th a ; iditi to all 
secretary of the Credit Service Exchange Division in ass ee ee -. Ree em BACCO of th 
addition to either the president, vice-president or the to either the president, secretary, vice-president or the § days 
retiring president. retiring president. 
Articte XVI — Standing Committees Articte XVI — Standing Committees f 
The standing committees shall be: The standing committees shall be: when 


(a) Legislative 

(b) Bankruptcy 

(c) Adjustment Bureau 

(d) Membership 

(e) Finance 

(f) Credit Literature 

(g) Credit Department Methods 

(h) Credit Co-Operation 

(i) Credit World 
and other such committees as the Board of Directors or 
Executive Committee may provide for. 

These committees shall be appointed by the president 

as soon as possible after the annual convention. 


(a) Legislative 

(b) Bankruptcy 

(c) Service Department 

(d) Membership 

(e) Finance 

(f) Credit Literature 

(g) Credit Department Methods 

(h) Credit Co-operation 

(1) Credit World 
and other such committees as the Board of Directors or 
Executive Committee may designate. 

These committees shall be appointed by the president 

as soon as possible after his election. 
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ArricLte XVIII — Credit Service Exchange Division 
Section 1. There shall be a division of the associa- 
tion to be known as the ‘“‘Credit Service Exchange Division 
of the Retail Credit Men’s National Association.” 
Section 2. Any individual, firm, corporation, or 
organization doing a reporting or reference clearance busi- 
ness, shall be eligible to membership in the association and 


§ Credit Service Exchange Division; and, upon being ac- 


cepted by both, shall become a member. 


Section 3. The Credit Service Exchange Division 
shall be subject to the constitution and by-laws of the 
Retail Credit Men’s National Association, but it may 
adopt such by-laws as may be necessary for its operation 
which shall not be in conflict with the constitution and 
by-laws of the Retail Credit Men’s National Association. 
The by-laws of the division and any changes insame, shall 
be submitted to the board of the National Association 
for approval. 



















Section 4. Neither said division nor any of its 


} members shall contract any debt in its behalf which shall 


in any manner or to any extent render the National 
Association liable for the payment of any sum, unless the 
same shall have been previously approved by the Executive 
Committee or the directors of the National Association. 


Section 5. 
port of its activities and financial condition annually as 
of the first day of the month in which the annual conven- 
tion is held, and at such other times as they may be re- 
quested by the president and secretary. 


Said division shall render a complete re- . 


ArticLte XVIII — Service Department 


Section 1. There shall be a department of the 


association to be known as the Service Department. 


Section 2. The membership dues in the Service 
Department, based upon the United States Government 


census of 1920, will be as follows: 


500,000 and over 
200,000 to 500,000... 
100,000 to 200,000... 
25,000 to 100,000... 
10,000 to 25,000 
5,000 to 10,000 
Under 5,000... 


inieipigl $105.00 


These dues shall be subject to change by the Board 


_ of Directors on the recommendation of the Service De- 


partment Committee. 


BY-LAWS 


Artic.e I] — Secretary 
The duties of the secretary shall be assigned to him 
from time to time by the Board of Directors. He shall 
answer all correspondence, may sign all documents issued 
by the association, receive all moneys paid to the associa- 


® tion, and shall turn over the same to the treasurer within 
thirty days, taking his receipt therefor, and shall make 
a report to the annual convention. He shall give notice 
to all members, either by letter or in the Crepir Wor tp, 
of the date of each annual convention, at least thirty 


days in advance. 


An assistant secretary may be appointed by the Board 


whenever, in its judgment, such assistant is needed. 


(No Section 3 in old by-laws.) 


Articie I] — Manager-Treasurer and Secretary 


Section 1. The duties of the managing-treasurer 
shall be assigned to him from time to time by the Board 
of Directors. He shall have direct control of the National 
office, answer all correspondence, sign all documents 
issued by the association, receive all moneys paid to 
the association, shall make a report of all National ac- 
tivities to the annual convention, and shall make such 
other reports as may be required by the Board of Directors. 
He shall give notice to all members, either by letter or 
in the Crepir Wor tp, of the date of each annual con- 
vention, at least thirty days in advance. 

Section 2. The secretary shall be appointed by the 
Board of Directors. In the absence of the manager- 
treasurer, he shall be in full charge of the National office. 
His special duty shall be to serve as manager of the 
Service Department under the direction of the manager- 
treasurer. 

ArTICLE V — Standing Committee 


Section 3. The Service Department Committee 
shall consist of five members, who shall be bureau mana- 
gers, and the president, manager-treasurer and secretary of 
the association. Its duties shall be to formulate plans and 
to advise on all matters of operation pertaining to the 
Service Department, pursuant to such general policy as 
may be authorized by the Board of Directors. The chair- 
man of the committee shall be selected from the Board 
of Directors. 


Helping the Retail Trade Through 


Credit Organizations 


Continued from page 23) 


have a definite understanding with the 
customer as to the terms of payment 
at the time the purchase is made. | 
think we need not spend quite so much 
money in pay promptly campaigns to 
teach people to pay their debts after 
the debt is made; what we need to do 
is to spend the money in teaching the 
credit grantors and retail merchants of 
this country how to extend credit 1n- 
telligently. (Applause.) 

Now, the next thing is to call the 
hureau on every single individual that 
applies for credit at your store and 
over your counters. Make a call on 
him so that you may get the necessary 
And what is the neces 
sary information that you must have 


information. 


in order to extend credit intelligently? 
There are four things that you must 
And the first is: What is the 
total outstanding aggregate indebted 


have. 


ness of the individual in the communi 
How far has he 
mortgaged his income into the future? 
The third is: How does he pay his 
thirty to sixty day bills? And the 
fourth is: How much does he earn or 
what is his financial responsibility in 


ty? The second is: 


the community? 

If you have these four things, and 
you can have them only providing you 
bring your information—a complete 
abstract of your ledgers—down to the 
and then 


clearance each day of the accounts 


central bureau, make a 
that you open or the accounts that you 
close; having this information on your 
desk, is there a single credit grantor 
here or any place within this country 
but who can say yes or no, intelligently, 
from the standpoint of credit granting? 

The next thing in modern credit 
bureau management—and this is not 
on the chart, but it is equally im- 
portant—is to have a properly organ- 
ized collection department in con- 
nection with each credit bureau 
throughout the length and breadth of 
this country, so that the two may dove- 
tail together, so that the information 
filtering through the collection depart 
ment may go into the files of the 
credit bureau, so that the necessary 
warnings may be flashed here, there, 
and elsewhere, to all points of contact 
as registered on the card. 


I believe that it is necessary, in order 
that these collection departments may 
operate effectively, that the National 
Association take an active stand and 
regulate collection fees, as the business 
is distributed from one agency to the 
other. 

And now let us discuss that vital 
thing, the financing of the bureau. 
God pity the credit grantors and retail 
merchants of this country who have a 
penny wise and pound foolish policy 
in the operation of their credit bureaus. 
There is no more important function 
in retail merchandising today than 
intelligent credit granting. Oh, I grant 
you that the functions of the mer- 
chandise manager, that the functions 
of the comptroller, that the functions 
of the advertising manager, of the dis- 
play manager, and of the managers of 
all the other departments are im- 
portant. But the most important 
function is that of a credit grantor. 
And if he is to perform his work in 
telligently he must procure his infor- 
mation from a properly organized and 
adequately financed credit bureau. 

What are the institutions in your 
community, when I come to your city 
for the first time, that you take pleasure 
and pride in showing me? They are 
the things that you have put a part 
of yourself, of your intelligence, your 
time, your efforts, your personality, 
into the building of. These are the 
things that you are proud of, and these 
are the things that you show your 
visitors. And if you will put the same 
amount of energy, effort, money, time, 
personality and intelligence into the 
building of your credit bureau, then 
you will have something that vou will 
be proud of. You will have something 
that is able to serve you and serve each 
customer in your trade territory, to 
save you money and to reduce the 
price of commodities. 

In closing, the merchant, the credit 
grantor, the last link in the chain of 
distribution, becomes first the speed- 
ometer of business. You determine 
how rapidly commodities shall move 
through the arteries of commerce. 

Second, you are the motometers of 
business; working through your local 


THE CREDIT WORLD for September 


bureau, you determine when danger 
is ahead in individual credit extension, 
Third, you are the safety valves of 
business. Again, working with and 
through your local bureau, and that 
bureau working in turn with all the 
other nine hundred affiliated bureaus 
throughout the country, you determine 
when it is time to open up on or close 
up on the strings of retail credit. 
It’s the human touch in this world thai 
counts. 
It’s the touch of your hand and mine. 
It means far more to the fainting heart 
Than shelter and bread and wine. 
Shelter is gone when the night is o'er; 
Bread lasts only a day, 
But the touch of the hand and the sonum 
of the voice 
Gro on and on alway. 


Mr. President, ladies and gentlemen, 


| thank you very much. 





Crepir MANAGER OR ExecuTiy E,| 
Over 20 
years’ experience in wholesale and 


available immediately. 


retail credits and collections. Cap- 
able executive, office manager and 
auditor. Write Box A, Crepn 
Wortp, 606 Equitable Building, 
St. Louis, Mo. 











CLEVELAND 
COLLECTIONS 


are 


SOLICITED 


PDEPARTMENT 

owned and con- 
trolled by representative 
retail 
City. 


establishments of 


Association will accept, 
and solicits, all forwarded 
claims for collection. 


Address 
The Cleveland Retail 
Credit Men’s Company 


405 Ch b of Cc ‘ce 
Building - Cleveland, Ohio 
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The following resolutions were adopted 
hy the Fifteenth Annual Convention of 
the National Retail Credit Association 
in convention assembled at Providence, 
R. I., August 9 to 12, inclusive, 1927. 


Whereas: For the first time in the 
history of the Retail Credit Men’s 
National Association the annual con- 
vention has been honored by having 
on its list of speakers three representa- 
tives of credit granting and credit 
reporting associations of Great Britain; 
and 

Whereas: The cordiality of their 
visit to our convention has been great- 
ly enhanced by the value of their 
recommendations and observations to 
such an extent that it is anticipated 
that great benefit will be derived there- 
from, particularly to the Retail Credit 
Men’s National Association, and its 
affiliated and member- 
ships throughout the world, as to make 


associations 


it incumbent upon us to grant especial 
recognition to the aforesaid representa- 
tives of Great Britain, G. Harley 
Denney, F.1.S. A., ¢.C.1., represent- 
ing National of Credit 
London, England; Alfred 
W. Dupont, representing Dupont 
Brothers, London, England; A. W. 
McGiff, merchant, London, England. 

Therefore be it Resolved: That G. 
Harley Denny, Alfred W. Dupont, and 
\. W. McGiff be and hereby are de- 
clared to be Honorary Members of the 
Retail Credit Men’s National Associa- 
tion, 


Federation 
Traders, 


Reso.ution No. 2 


Resolved: That the 1927 convention 
of National Retail Credit Association 
assembled at Providence, Rhode Island, 
go on record to encourage an exchange 
of. ambassadors of credit knowledge 
and good will, looking forward to the 
establishment of an International As- 
sociation of Retail Credit grantors; 
that Messrs. Alfred Dupont, G. Harley 
Denney and A. W. McGiff carry back 
to Great Britain the deep feeling of 
friendship existing in our hearts to- 
ward our English brethren, and our 
desire to co-operate with them in the 
improvement of retail credits through- 
out the world. It is with deep ap- 
Preciation we accept the hand of wel- 
come toward this accomplishment, as 
expressed by the visits of Messrs. 


Resolutions 


Dupont and Denny and McGiff to our 
association. 


REso.ution No. 3 


Whereas: The problems of the Retail 
Credit Men are greatly intensified by 
unstability in the purchasing power of 
the dollar, as are the problems of 
production, sales and financial man- 
agers, since falling price levels pro- 
duced unemployment, decreased con- 
sumer demand, inventory losses and 
impaired profits, when rising prices 
make for extravagance, labor dis- 
content and injustice to those de- 
pendent upon fixed incomes; therefore, 

Be it Resolved: That the National 
Credit Men’s Association approve the 
steps being taken to study the means 
whereby the purchasing power of the 
dollar may be stabilized, and partic- 
ularly the plan to secure the appoint- 
ment of a National Commission to 
recommend legislation to that end. 

Further be it Resolved: That the 
president of the National Retail Credit 
Men’s Association be requested to ap- 
point a Special Committee on Stabiliz- 
ing the Dollar, to study the subject 
and report back the result of its 
studies to the members of the associa- 
tion, and that the members of the 
association be urged to bring the im- 
portance of the subject to the attention 
of their business associates and of their 
representatives in Congress. 

Reso.ution No. 4 

Whereas: The aggregate of retail 
credit losses in the Nation runs into 
many millions of dollars, notwith- 
standing the great reduction in such 
losses that has been brought about 
through the Retail Credit Men’s 
National Association, its branches and 
credit reporting bureaus, and 

Whereas: The Domestic Commerce 
Division of the Bureau of Foreign and 
Domestic Commerce of the Govern- 
ment has shown its interest in, and 
ability to materially assist, retail 
merchants with their various problems 
by the one hundred and forty page 
bulletin on Retail Store Problems, 
Domestic Commerce, series No. 9, 
which it prepared and published, and 

Whereas: A further material re- 
duction in retail credit losses would be 
passed on to the customer through 


the invariable laws of keen competi 
tion, thus benefiting the whole con 
suming public, therefore, 

Be it Resolved: That the Retail 
Credit Men’s National Association in 
annual convention assembled, hereby 
authorizes its officers to request the 
Domestic Commerce Division of the 
Bureau of Foreign and Domestic Com 
merce to make a complete survey of 
retail credits and collections, believing 
such a survey will greatly assist in 
accomplishing the desired purpose, and 
pledging to the Domestic Commerce 
Division of the Bureau of Foreign and 
Domestic Commerce the co-operation 
and assistance of our association. 


Reso.tution No. 5 


Resolved: That we recommend Re 
tail Credit Men’s Local Associations 
co-operate with the enlarged plans for 
credit education by the National Thrift 
Committee of the Y. M. C. A.; and, 

Be it Further Resolved: That the 
officers of your association be author 
ized to appoint two representatives of 
our association to be members of the 
Credit Education the 
National Thrift Committee, compris 
ing the representatives from other Re 
tail Associations. 


Division of 


Reso.ution No. 6 
Resolved: That we extend to Mr. 
A. D. McMullen and his associates a 
rising vote of thanks for the publication 
of the “Snoozer,” 
helpful in keeping “pep” and interest 
in the convention proceedings. 


which has been so 


Reso.ution No. 7 

Resolved: That the 
Commerce of the United States be 
urged to make a comprehensive credit 


Secretary of 


survey, giving particular attention to 
cost of operation, system and policies 
and results, from the standpoint of the 
customer and the merchant. 
ninety per cent of the nation’s busi 
ness is done on credit, this merits the 
research requested, asnc comprehensive 
figures are now available and no 
thorough survey has ever been made. 


Because 


Reso.ution No. 8 
Whereas: Everything possible has 
een done bv our host, looking to the 
comfort, convenience and entertain- 
ment of our delegates, members and 
(Continued on page 30) 
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Resolutions 


(Continued from page 27) 


friends, during their stay in Providence; 
and, 

Whereas: The business interests of 
Providence, generally, have displayed 
such a splendid spirit of co-operation 
in contributing to the success of this, 
our fifteenth annual convention, there- 
fore, be it 


Resolved: That the Retail Credit 
Men’s National Association extend to 
Mr. Joel Pincus, General Chairman 
of Convention Committee, and Mr. 
H. Nelson Street, local Secretary, and 
his associates, and through them to 
the respective chairmen and members 
of the several sub-committees of the 
General Committee, its sincere thanks 
and appreciation for the splendid and 
generous hospitality. extended to its 
delegates, members and friends, during 
the tenure of their visit to the charm- 
ing and hospitable city of Providence; 
and be it further 


Resolved: That a special vote of 
thanks be extended to the members 
of the Ladies’ Entertainment and 
Reception Committee for the many 
courtesies and attention shown the 
visiting ladies; and be it further 


Resolved: That we extend to the 
Mayor of Newport, and his business 
associates, our sincere appreciation of 
the hospitality and courtesy accorded 
the ladies of the convention, in their 
visit to his delightful city on Wednes- 
day, August 10th; and be it further 


Resolved: That a special vote of 
thanks be given the Outlet Company, 
who gave their parlors over to the 
use of the convention, during Wednes- 
day’s session, and contributed so 
graciously to the comfort and success 
of this meeting; and be it further 


Resolved: That we extend to Mr. 
C. N. Merriam, and the different rail- 
roads, a special vote of thanks for 
their splendid attention in according 
comforts for our delegates and guests 
in their transportation to and from the 
convention, and that we assure Mr. 
Merriam, personally, of gratitude and 
sincere appreciation for his many acts 
of courtesy and appreciation in this 
matter; and be it further 


Resolved: That the management of 
the Providence Biltmore Hotel be 


assured of our great appreciation of 
its many attention 
which have contributed to the success 
of this convention, and to the comfort 
and convenience of our guests; and be 
it further 


courtesies and 


Resolved: That we extend a vote of 
thanks to the newspapers of Providence 
who have given us valuable space, 
recording the proceedings of our con- 
vention; and be it further 

Resolved: That we extend a special 
vote of thanks to the ‘“‘Women’s 
Wear” Company, who have seen fit to 
send a special representative to Prov- 
idence, in order to insure 
attention to the publication in its 
columns of the proceedings and ac- 
complishments of this convention. 


proper 


Reso.ution No. 9 


Whereas: The Almighty, in His 
Divine Providence, has seen fit to re- 
move from our midst our beloved 
director and co-worker, Mr. R. P. 
Crawford, of Baton Rouge, Louisiana, 
a man whose life and interest were 
centered in our credit advancement, 
and one whose influence and with- 
drawal from our midst shall be sorely 
missed; now, therefore, be it 

Resolved: That we extend to his 
bereaved family our deep appreciation 
of the loss they have sustained in the 
taking away of this loved one, and to 
his co-workers, who shall feel deeply 
his loss; and that a copy of this 
resolution be spread upon the minutes 
of our convention, and a copy sent 
his family. 


Reso.ution No. 10 


Whereas: God in His Divine Prov- 
idence has removed from our midst 
our beloved friend and co-worker, 
W. S. Rauch, of Newark, New Jersey, 
and in his death the Credit Service 
Division and the Retail Credit Men’s 
Association have lost one of their most 
ardent workers, a friend and patriot; 
now, therefore, be it 

Resolved: That we extend to his 
bereaved sister and other members of 
his family our sympathies in their 
sorrow, and have spread upon the 
minutes of this meeting a copy of this 
resolution, and a copy sent to his 
bereaved family. 














Our New 
Emblem 


On your letterheads, bills 
and statements. Cuts 
below are actual size. 





Put the power and pres- 

tige of this Association 

behind your collection 
work. 


Order from 


National Retail 


Credit Association 
Equitable Building 
Saint Louis 
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.. “after operating our accounts 
receivable in Kardex for nearly 
two years we are just as enthu- 





siastic about it as we were when 
we decided to install it’’ 


.. .. And savs Mr. Coates, “In addition to having all 
information pertaining to each customer contained in one 
lace, including the current monthly bill, each account is 
before us at all times for credit authorization as well as for 
collection purposes. 


ho é ae , : . Mr. A. D. Coates, Sec'y-Treas. of 
_ “Just before we installed Kardex, we established the Harry Cofes, Inc., of Preone ond 
Ten-Pay Plan contract as a part of our accounts receivable. Bakersfield, Cal., dealing exclusively 
7 . a‘ ca h . in, men's wear, heartily endorses 
Since that time our credit volume has increased enormously Karder for the ‘handling of credite 
‘ . ~ ; rery : and collections in installment ‘ing. 
and, in fact, our total credits are very close to double in (above condor) 4 claw ef thar arti 
that time. equipment in the cashier's cage and 
aan 4 : - (left) and (right) partial interior 
This huge increase we have cared for without adding as view of their attractive Fresno store. 
much as one clerk to our office and which, of course, must be 
credited to Kardex. For those stores having a need for a 
concentrated and efficient system of accounts, I know of noth- 


ing better than Kardex visible credit and collection records.” 
Your store too, whether it be a large department store, a 

hardware store, a jeweler’s shop or a haberdashery, can obtain 

the same results with Kardex as Harry Coffee, Inc. has. 
In justice to the future success of your business, call in 


the Kardex Man and let him show you how Kardex will allow Mail This Coupon Today! 
for better management and increased profits in your business. (P° ecoccncendsnes as coset oMeenta see Sear hes 


= 








If you are interested in installment selling you will welcome a : Rand Kardex Service Corp., 
copy of our booklet, “Deferred Payments.” The coupon will Dept. C. W. 9, Tonawanda, N. Y. 
bring you a free copy, so mail it TODAY! : Our’ business must progress. Show us how 


' : || K il lish fe hat it has f 
Rand Kardex Service Corp. <<. Tonawanda, N. Y. lima OO oaths: 


’ Check 0 Yes! Do send us a free copy of 
Here 4+ your booklet on “Deferred Pay- 

: ment Selling.” 
Individual _........ . . — 


a a ae 4 
DIVISION OF REMINGTON RAND medi Pye ae 





























